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The Solution in Your Hands 


HE success of the great psychological experiment to 

reestablish the confidence of American business in 
the continuance of good business is being handicapped 
by two divisions of trade. But for the hesitancy of 
retailers and wholesalers, the unanimous acceptance of 
the national plan for co-operative teamplay to achieve 
a new brand of prosperity would be complete. 

Mobilization of the forces of business by President 
Hoover now waits for the lagging division of retailers 
and wholesalers. Their individual support is needed 
so that prosperity can be collectively sustained. 

This editorial is written from Washington following 
the conference of business paper editors with President 
Hoover, Julius Barnes and Secretary Lamont, and the 
conference of the leather industry with Dr. Julius Klein. 
These great leaders have measured the teamplay of 
industries and have received the cooperation of produc- 
tion and labor. They now await the final hook-up of 
retailers and wholesalers to announce to an entire world 
that for the first time in industrial history a cycle of 
depression has been changed into a swing of progression. 


HE first job of segregating rumors from the 

accuracy of fact has been successfully accomplished. 
Any long delay in retail and wholesale ordering will 
interfere with the greatest movement ever undertaken 
to prevent unemployment, loss of buying power and 
the inevitable slump following such losses. 

Beware of such a situation as developed in 1919 when 
delayed retail and wholesale orders brought about the 
early 1920 rush to buy, when orders were duplicated and 
duplicated to assure the merchant of at least a partial 
stock in time for Easter business. Then followed the 
merchandise crash of 1920 and 1921 with the ruthless 
slaughter of goods and prices. 

The activity of business in the first three months of 
1930 will prove conclusively that a vigorous nation 
at work can by the powers of its own will to succeed cor- 


rect any tendency created by doubt and dismay. The 
best minds in America are holding tenaciously to present 
living standards and an entire world is looking to us in 
this great experiment. It will mean a betterment of 
world-wide living standards and a hunger for things ot 
trade internationally. 


HE effort of government this week in making em- 

ployment is commendable, for on Monday two hun- 
dred and sixty million dollars worth of Federal building 
construction was voted by Congress and the first five 
days of December topped all previous records for con- 
struction contracts. One building alone was advanced 
thirty-seven million dollars for immediate building 
purposes and only one signature by one insurance com- 
pany was on the check. This great reservoir of con- 
struction funds represents pure buying power. 

Do your part by modernizing your store, your 
stock and your methods. Replace obsolete equipment 
and prepare for a stimulated business at retail in 
shoes. With all this work to be done shoes are a first 
requisite. Let us show President Hoover that we are 
the first industry to enlist in this new battle of busi- 
ness, holding the forts of home and happiness by sus- 
taining the high standards of American living con- 
ditions. 

The victory is near but it needs the final help of every 
patriotic retailer and wholesaler. They are the selecting 
agents of a public expression of confidence made articu- 
late by buying power transmitted through stores. Thus, 
they and they alone can keep alive this great element of 
prosperity reflected in every dollar spent over the retail 
counter. 

The solution is in your hands. 


MMEZ) Mislbvon 


Editor 










SHOES PARAMOUNT 





































But the prevailing tendency is ff to 
T seems that the mode for shoes to match the en vam 
| acs is on the wane, as many of the truly smart golc 
women of Paris are now wearing shoes to match the al 
fur trimming instead of the frock or coat. At th 7 ‘7 
races during the past month many grey shoes have beer: sell 
seen with dark green or blue ensembles trimmed wit! the: 
squirrel or grey fox furs. Bags match the coat and and 
/ gloves are the same color as the shoes. With greer fror 
MARQUISE Va AH DE Bonis ensembles trimmed with black fur the shoes are blac! is 0 
with green borders, black gloves, the new Chanel model: prin 
with wide gauntlets and trimmed with half inch band: ton: 
of green. With a squirrel coat grey lizard shoes, a demi app 
oxford model, are worn, lizard envelope bag and grey whit 
antelope gloves. Black and white tweed coat with black bein 
astrachan cravat collar and deep cuffs was worn with afte 
black patent red kid trimmed shoes, red bag bordered Ee 
black, white gloves stitched with black. Beige and brown and 
are about the only colors which are worn with matching noot 
Upper left, antique Indian brocade shoes in the daytime. 
ad gold pet ages beg At the Ritz at tea time the grand salle presents almost 
Greco tie pattern in ated Panes a funereal aspect as 90 per cent of the women are dressed 
trimmed with beige and dark red kid; in black, at least their frocks and hats are black regard- 
lower right, Sandalari walking shoe of less of the color of their fur coats and accessories, 
linen crash, trimmed with yellow kid, which also means that 90 per cent of the shoes being 
pond bape Bh ne ya . - ey or worn at the present time are black. Black reptile, black 
trim and rhinestone studded rings suietepe, antenape nepalpsedapemrepape: apse — The 
with lizard in black or colors, and a rare pair of black grot 
crépe de Chine pumps with a black georgette frock kid 
(georgette by the way, is having a new vogue this winter blac 
for afternoon wear—the practical frock for tea when sas 
one wants to remain out for dinner.) a 
The really smart shoes, those made by the bottiers as Juli 
well as the Boulevard shops are of two leathers com- dark 






bined. Pinet has a very good collection of demi-oxfords w 


in all colors with vamps of lizard, shanks and 
quarters of plain kid exactly matching the lizard 
in tone. Then there are pumps of antelope with 
kid quarters and heels. The pumps like th: 
demi-oxfords are untrimmed. In 
evening shoes Pinet has the usual 
crépe de Chine pumps, and a new 
model in sandals with crépe de Chin« 
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INPARIS ===” 


to match trimming rather. than costume 


vamps embroidered in gold or silver thread, open shanks, 
gold or silver quarters and heels; the vamps bordered 
gold kid. 

These models are only made in bright colors, the best 
seller being of red and gold. In black evening shoes 
there are crépe de Chine trimmed vamps, velvet heels 
and a crépe de Chine velvet bordered tongue rising 
from a flat two looped velvet bow. A semi-evening shoe 
is of black, dark blue or brown kid with small white 
printed dots, pump model with small tongue ; throat and 
tongue bordered white. These shoes would be most 
appropriate with the black velvet frocks trimmed with 
white ermine collar and cuffs. By the way, ermine is 
being much used for collar and cuffs on black velvet 
afternoon frocks. 

Enzel has many models in the favorite black antelope 
and patent. The newest and most successful for after- 
noon is with antelope vamps and heels, patent quarters ; 

[TURN TO PAGE 72, PLEASE] 
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The shoe illustrated at the top of the 
group of three on this page is a gold 
kid sandal by Cecil, trimmed with 
black satin and green satin kid; 
middle, a Greco model in black 
patent with black antelope and 
brown lizard trim; below, a 
Julienne pattern in light and 
dark green crépe de Chine 
with rhinestone buckle 
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Five Shoe Stores in 


One Replace 


ERE is the story of a family shoe 

store that has met the challenge 
of the specialty shop by a bold step 
in departmentization. Five shoe shops 
in one, all under the same roof, each 
with own individual atmosphere and 
setting, catering to a clientele distinctly 
its own. Ever since 1884, Turrell’s, in 
Seattle, has been keeping step with 
changing trends in retailing. Has it 
now hit upon the ultimate solution of 
the problems which confront the 
family shoe store? Perhaps this article 
may suggest the answer to other mer- 
chants faced with similar difficulties. 


EEPING in step with 
kK the present day trend 
of departmentizing, 
the new Turrell Shoe Store in Seattle presents an inter- 
esting study. The development of this concern during 
its 45 years of existence is typical of the more progres- 
sive type of retail shoe store. It also aptly illustrates 
the great changes that have taken place in shoe store 
arrangement in recent years. 

The original Turrell Shoe Company was opened in 
Seattle in 1884 by George J. Turrell and his brother, 
Walter E. Turrell both of whom are store executives 
today. This first store was located at First and Cherry 
Streets, and a year later a branch store was opened in 
Tacoma. One of the first acts of this young firm was 
to subscribe to the Recorper and they are regular read- 


WO ae 


ers to this day. 

Within the past five years the business 
center has moved rapidly northward, until 
Seattle now has two distinct shopping cen- 
ters. The Turrells met this situation b\ 
opening a handsome shop in the new sec- 
tion, while still retaining the old locatio: 
Recently it was thought wiser to consoli 
date the two stores, so a long lease was 
secured for a room on Third Avenue. This 
store has a 60 foot frontage, is 108 fee! 
deep and has a full basement and a com 
plete balcony. 

It is not so much the fact that the Turrell’s 
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Family Type Store... ee 


have thus given Seattle a fine new store as it is 
the treatment of this shop that makes it worthy of 
special consideration and study. Instead of one 
entrance, one large room with men’s shoes on one 
side, and women‘s on the other, with a children’s 
department in the rear, which is the customary 
plan for the family type of store, we find in this 
establishment five separate individualized shoe 
stores, all under the same roof. Each department 
has its own setting, carefully thought out, which 
gives an atmosphere well calculated to make the 
buying of shoes an inviting proposition. 

This scheme of departmentization is the family 
shoe store’s direct chal- 
lenge to the specialty 
shop. It is a far cry 
back to the old concept 
of what a shoe store 
should be like. Take the 
three exclusive entrances 
which divide the store 
front into a series of 
deep vestibuled windows, 
for example. 

The main or center 
entrance leads directly 
into the main store which 
is exclusively a women’s 
shop. Women’s shoes 
are displayed in its en- 


Accompanying photo- 
graphs are: Walter E. 
Turrell (upper left) and 
George J. Turrell, with 3 
views of the interior of 
their new store in Seattle 
showing women’s section 
(center), men’s shop 
(lower left) and chil- 
dren’s shop (lower right) 
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trance windows. To the right is the men’s shop 
and this too has its special displays. The entrance 
to the left leads to the large downstairs store. 
This selling room also has its entrance from the 
building lobby and in addition is reached by both 
elevators and stairways. The store front is of 
black vitralite with ornamental designs, sand 
blasted in. Chromium plated metal effects are 
highly decorative and strike the color combina- 
tion of black and silver that predominate through- 
out. + ; 

The women’s shop gives the appearance of a 
handsome lounge with its softly padded hooked 
ru& carpets of conventional design, combining 
shades of brown, blue and green against a gray 
background. Sturdy square pillars of unusual 
beauty are finished in beautifully matched walnut 
in rounded bevel effects. Deep overstuffed up- 
holstered and tapestried love seats and occasional 
chairs are scattered about in numerous casual 
groupings. Directly to the rear, occupying the end 
of the inside wall is a handsome grand staircase 
backed with plate glass mirrors. This leads to the 
mezzanine floor where children’s shoes are carried 
on one side and a complete line of boudoir slippers 
on the other. 

To the right of the main entrance is a com- 
plete hosiery department, a busy feature of the 
store. It is cleverly arranged with a counter in 

[TURN TO PAGE 70, PLEASE| 







































































store is a big undertaking. But it is some- 

times necessary, or at least vitally important 

in today’s scheme of things, says Harry Rosenthal of 
Bakersfield, Cal. For some time he felt 

that his store needed rejuvenating. A 

period of collecting ideas from all over the 

country; asking this one and that; then 


Mieco is IZING an old established family shoe 


Modernizing 
an Old 


Style Store 


the process of elimination so as to get what was 
best for his particular needs. Finally the new 
store was opened. Completely remodelled and 
refurnished with added window display, extra 
service accommodations and with a multitude o! 
details worked out that are conducive to the com- 
fort of the patron. 

Perhaps one of the most notable additions t: 
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the store is the balcony above the salesroom, 
wherein women patrons may rest from shopping 
activities. A writing desk, lounge and complete 
rest room facilities are at hand. 

The seating arrangements have been doubled 
as 65 leather upholstered seats of the most com- 
fortable type have been installed. Four full length 
mirrors adorn the walls, set off by small niches 
where shoes are on display. 

A feature of the new store that touches upon 
the larger city’s service facilities is the wrapping 
stull in the hosiery department. Here each in- 
dividual purchase is wrapped, inserted in num- 
bered compartments and delivered to the buyer, 
eliminating the possibility of error in obtaining 
packages. Having a protective guard in front 
oi the shoe shining stand also added considerable 
to the service accorded to the women customers. 

Revolving display centers and hidden lights in 
the show windows tend to offer an opportunity 
fur complete displays. These windows are 24 
fcet deep and have imitation caenstone back- 
grounds, 

Particularly novel is the treatment of the rear 
of the store. Here are four island show cases 
each having two steps or setbacks fashioned like 
skyscrapers. The niches are painted red inside 
so are very effective in displaying merchandise. 

Harry Rosenthal, owner of the store, has been 
in Bakersfield in business for more than eleven 


years. In spite of the improvement of his con- 
cern, he said: “Bakersfield, as a shoe center, is 
not to be denied and we feel certain that past 
success will be carried to new and greater heights, 
not only because of the 
service offered the pa- 
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trons here but because our stock justifies such 
patronage and because we are ready to serve 
at all times.” 


OMPETITION of the attractive and 

sometimes extravagant shoe salons 
which have sprung up in such numbers in 
recent years in cities all over the country, and 
which are no longer confined to the more ex- 
pensive grades of footwear but which are also to 
be found retailing medium and popular price 
shoes, is compelling the average retailer to give 
more thought to the appearance of his store. The 
merchant who doesn’t see to it that both the in- 
terior and the exterior of his establishment are 
neat, attractive and pleasing to the customer is 
likely to find his customers going elsewhere to buy 
their shoes. 

This does not mean that every shoe store must 
enter upon an elaborate and costly plan of re- 
modeling and redecoration or that the smaller 
store must emulate the example of the costly shoe 
salon. Such a policy would be inadvisable in most 
cases if not altogether impossible. But it is a re- 
latively simple matter to make a store neat and at- 
tractive, and at a moderate expenditure of money. 
The retailer who can afford to spend a little more 
money can achieve at least some of the effects of 
the big city store without mortgaging his profits 
for years to come. 

Ingenuity and good taste in planning are per- 
haps the most important requisites in the accom- 
plishment of this purpose. Employment of an 
architect to design a store front or interior will 
oftentimes justify 
the expense. 4 \ a te Bi 
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Getting More Shoes Sold Right 


Quality Up and Up 


ONTROVERSY on price is the most common 

of all traits of mankind. Surely we are in a 
battle of price right now. It is the miost natural 
thing to bare the market in the midst of a storm. 
That impulse to grade downward is one of the most 
dangerous things to industry. It destroys more than 
just the psychology of the moment—for it makes 
its imprint on the business of next year and the 
year after. 

We recently had an article on “getting the 
money.” Now comes a man of standing in our in- 
dustry, who indicates that the immediate problem of 
getting the money is not half as important as the 
ultimate problem of keeping up standards. 

But for the little merchant who must have dollars 
for heat, rent and salaries on Saturday night, the 
philosophy of getting the price is secondary to im- 
mediate needs. 

The article as published emphasized the situation 
of a man who had $6.00 for shoe money and 
whether to get that $6.00 or to lose the customer 
on a push up to $8.00. The fact remains that the 
man had only $6.00 to spend for shoes, regardless 


of what his tastes might be and his own innermost 
knowledge of values. 

So we give the victory to both sides. Get the 
money while the getting is good, but hold up the 
standards with all the strength that is in you—both 
can be done together. 

There are mighty good values in a well balanced 
shoe at $6.00. There are more values in a well 
balanced shoe at $10.00; but the real values in both 
depend upon the work that is done at the fitting 
stool. 

Now, just to be fair, we will give a paragraph— 
a direct quotation from the protesting letter, as 
follows : 

“Trading up is the very heart-beat of the soul of 
good business. People are always trying to buy 
for less. That has always been so, and if given a 
free hand they would trade down the store, the com- 
munity, the city and the nation, unless that trading 
down spirit was held in check by sane, sensible 
salesmanship, exploiting the merits of a product 
from definite knowledge of its value-and in such a 
way that the customer understands and buys ac- 
cording to his needs and income.” 


tl at 


One-Man Hazard 


HIS is the time of the year when no shoe store 

should be left with only one man on duty. A 
number of cases of robbery have already been re- 
corded, wherein the gunman enters a one-man store 
and while he is being fitted to a pair of shoes 
‘sticks his gun in the face of the fitter.” 

Perhaps we have reached that time of the year 
when a gunman must buy toys for his children and 
he finds the easiest source of revenue is the one-man 
shoe store. He collects a pair of shoes and all the 
cash to boot. 

An extra man on duty at all times is a partial 
cure for this shoe store evil. 


te A 


Something for Nothing 


BUSINESS is not a business when it has to 

depend upon side shows and stunts and freak 

tricks, to stimulate volume. All those subterfuges 
are out of line with modern merchandising. 

When a business must depend upon the stimula- 
tion of giving away free things, to sell its articles. 
then Heaven help that business when its ingenuity 
has been exhausted. 

Here are a few of the idiotic suggestions of the 
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moment. A newspaper item to the effect that “the 
latest thing in selling combination has been proposed 
by New York and Pennsylvania hosiery producers 
to New England shoe manufacturers—which in- 
cludes the proposition of giving a pair of stockings 
with every pair of shoes sold.” 

That’s out. 

Here’s another one where a merchant has a unique 
selling campaign. He sent out word that the first 
fifty men who came into the store and who told Big 
Bill Jones that their first name was Bill, would re- 
ceive free—one pair of shoes up to $5 in value. 
Williams to the number of several hundred were at 
the store at 8 a. m. and it is said that the scheme is 
to be repeated at about Christmas time. 

And that too is out. 

Under the stress of the present situation in mer- 
chandising, we expect to hear of many other stunts 
to help move shoes ; but you notice they are all based 
on losing money while doing it. Stick to straight 
business, service rendered plus real selection. 

The orderly selling of shoes at retail in the right 
fitting, the right size and the right color, brings the 
right price and nothing else does. 


happens to want to stock. At the present time, there 
is abundant evidence of this sort. 

During the past few years, for example, there 
have been sporadic attempts to introduce longer 
dresses for women. Until recently such attempts 
have been unsuccessful. Within the last few 
months there have been indications that at last the 
short skirt is doomed. Played up and sponsored by 
countless individuals and organizations indirectly or 
directly connected with the dress trade, the new style 
is gradually becoming the fashion. But only gradually 
and only as the public wills it! Certain prophets 
have had to retract their statements that this new 
or revived style would secure a firm foothold within 
a few months. Other prophets are content with 
their predictions that the long skirt will not be 
universally adopted for three or four years. 

The merchant in buying goods for resale, whether 
such goods be cantaloupes or shoes, must constantly 
be a student of public wants. Only by constant 
observance of the whims and desires of the consum- 
ing market can a store buyer begin to build a model 
stock of readily salable goods. And only in this way 
can policies other than those concerned directly 
with merchandise be made most effective. Service 
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Preference 


OST shoe mer- 
chants do not have 
to be reminded of the 
all powerful position of 
the consumer in the dis- 
tribution of merchandise. 
Dead stock and mark- 
downs are ever unpleasant 
indicators of this fact. 
However, it is often 
wise to look around and 
gather evidence to correct 
any tendency to revert to 
the old fashioned idea that 
the public will buy what- 
ever the manufacturer 
happens to want to make 
or. whatever the retailer 








—Good News— 


“Enclosed find check covering my 
subscription to the Recorder for the 
coming year, a little price for a large 
service; but which I believe is uni- 
versally appreciated throughout the 
length and breadth of Shoeland. 
Thru its pages I get the pulse beats 
of the factory and retail centers, 
which greatly assist in the develop- 
ment of my mechanical and chemical 
ideas pertaining to the industry. The 
editorials show a comprehensive 
grasp of the various shoe problems at 
all times and are prophetic in their 
forecast of future difficulties and how 
to meet them.” 

Murphy Shoe Appliance, 
Philadelphia, Pa. 


* ¢« *# 


What interests the merchant, interests 
every man in the industry from the hide 
puller to the clerk at the fitting stool. 
As a result of this reading “over the 
merchant's shoulder,” the Recorder be- 
comes truly an all industry paper. Its 
paramount service to the merchant has 
by-products of interest to all industry. 


ee D 
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President. 








offered to people who do 
not want or cannot afford 
to pay for service is un- 
economical and should be 
eliminated. Credit exten- 
sion may be necessary to 
win the patronage of cer- 
tain groups. The merchant 
must consider the buying 
motives and buying habits 
of the segment to which 
he desires to cater and for 
whom he is acting as pur- 
chasing agent—and then 
he must obey their com- 
mands. 

Today it is a truism that 
the successful merchant is 
the purchasing agent for 
part of his community. 
This implies a complete 
and continuous knowledge 
of customers’ wants 
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HIS winter has seen the first test of a new 

| theory in men’s shoe selling—the theory that if 

women can be persuaded to buy more pairs by fre- 

quent style changes, men may be influenced by changes 

in weight. The program, based on this theory, calls for 

light weights in summer, mid-weights in the fall and 

heavy weights in the winter—the changes in weight to 

be so marked as almost to force men into acceptance of 
at least three pairs a year of street shoes alone. 













Sold by Weight 


Shoes of the winter-weight type, such as those shown 
on these two pages, are characterized not only by weight 
but, what is more important, by the obvious appearance 
of weight. They must look heavy, as well as be heavy. 
Soles should be nearly double the thickness of those 
seen in the extreme summer weight footwear. Sole 
extensions should be more pronounced. Wheeling, 
where employed on sole and heel, should be more brutal, 
if this word may be employed. Slip soles not only 
give the appearance 
of weight but add 
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to the water-proof- 
ness of the shoe. 
Reverse welts and 
reverse welt effects 
perform a similar 
service. Heavier 
upper stock should 
be used. Even the 
stitching should re- 
flect the appear- 


WINTER-WEIGHT 
POINTERS 


@ The wing tip is 
the best seller to 
date in winter-weight 
shoes. 


@This mode! 
stresses the English 
type toe which is be- 
coming increasingly 
important in all 
grades, just as the 
custom last, during 
the summer of 1929, 
made strides even in 
the volume grades. 


@ Heavy wheeling 
on the sole adds to 
the appearance of 
weight, as does the 
elaborate use of 
pinking on the wing 
tip, vamp and quar- 
ter foxing and even 
on the collar. 


@: Larger perfora- 
tions, tap plates in 
heel and wider sole 
extensions all add to 
the weight and the 
appearance of 
weight. 
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for Winter Wear 


ance of weight and harmonize with the pattern. 

Shoe manufacturers who have made these types, and 
merchants who have sold them, are satisfied that, in 
so far as the winter weights are concerned, this theory is 
sound. 

Figures compiled to date show an increase in the 
sale of men’s shoes as compared with the same period in 
i928. They show, further, a definite tendency, in win- 
ter weights, to swing away from black. In some styles, 
n which Scotch 
erain has been 
used, sales reports 
show fifty - fifty 
lack and brown. 

[In smooth calf 
styles, the ratio is 
ibout 70 to 30 in 
favor of the blacks, 
which is better than 
the sales during the 
summer _ months, 


BLUCHER-WEIGHT 
POINTERS 


@ The square toe 
last, while not near- 
ly so wide as the old 
balloon type, 

persist in favor as a 
comfortable, 
“doggy” shoe. 


@ Combinations of 
Scotch grain and 
smooth calf are seen 
either in all black or 
all brown —and a 
few in combinations 
of brown with a 
black apron or vice 
versa. 


@ This shoe, in 
addition to its actual 
weight, achieves the 
appearance of 
weight by using the 
apron pattern, and 
by substituting for 
pinking and perfo- 
rating, the multiple 
row stitching. 


@ Tricks in the 
trade of building 
and selling the win- 
ter-weight shoe. 
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which ran almost 80 per cent black. 

The brown most in favor this fall is almost a choco 
late brown and is certainly far removed from the tans 
which we had this summer. Boarded leather is more 
frequently seen, also, in winter weights. Boarded 


leather is somewhat heavier looking than smooth finish 
calf, just as brown of the chocolate variety is a heavier 
looking color than a medium tan or ox blood. Here 

[TURN TO PAGE 68, PLEASE] 












































The shrewdest merchant 
of them all says: 






The bargain basement is not a 





dump.” 





“It is a regularly operated sepa- 


. ° 
rate business. 





“It depends mostly upon straight- 





order footwear.” 


“It operates mainly on full stocks 


with sizes and widths.’ 








“Tt profits best when ‘for cash. 





“It moves with speed and cer- 
tainty. 







“Tt takes real buying brains to 





operate a bargain basement profit- 
ably.” 























When shoes get 
shelf conscious 
give ‘em the 


Automatic Clearance 


rience, that women customers especially will respond 
to the bargain appeal when they would not be likely 
to buy merchandise under any other inducement. 
Whether it be the inborn desire to get something for 
nothing, or at least to obtain greater value than one 
really pays for, or what not, all the facts of merchan- 
dising prove that bargain sales unquestionably attract. 
This being so, what does it mean to the retail shoe mer- 
chant? Ought he to take a leaf from the book of the 
department store or the women’s ready-to-wear shop and 
run a succession of bargain sales? 

The answer to that question is clearly and emphatically 
in the negative. The shoe merchant is selling not merely 
merchandise but service, upon which he is entitled to 
place a definite value. Nothing would be more likely 
to knock the underpinning out from under the business 
he has built up over a period of years or to dissipate and 
scatter his clientele of steady customers, than to adopt a 
policy of cutting prices. And, in this connection it 
cannot be stressed too strongly that shoe merchants often 
commit a grave error in permitting themselves to be 
frightened into a sale just because the season is. back- 
ward or they have too many shoes on their shelves. The 
temptation is sometimes strong to advertise a drastic cut 
price sale at such times, but this is an altogether erro- 
neous application of the psychology of the bargain 
counter. : 

Many shoe merchants could, on the other hand, make 
the natural human urge to seek bargain merchandise 
work for them if they would segregate a special counter 
or section, or a basement if they have one, in which to 
sell at reduced prices various odds and ends which they 
are desirous of cleaning up as quickly as possible. In 
this way the sale will not interfere with regular business. 

There is at least one principle which the retail shoe 
merchant should apply to his clearance sale pricing, and 
that is to mark his stuff down far enough to make sure 
that he gets rid of it. What that mark-down should be 


[ is an indubitable fact, attested by years of expe- 
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he will have to determine for himself, as it would 
vary in different communities and in different 
types of stores in the same community. It would 
have to be determined by the merchant in the light 
of what he has learned about the buying habits of 
his customers. 


NOTHER thing about bargain basement mer- 
chandising, as compared with regular upstairs 
merchandising, is that turnover and price are im- 
portant in the order named in bargain basements, 
while the reverse is true upstairs. 

Any pricing policy which gives merchandise away 
at the end of thirty selling days must contemplate 
at least a 12-time turn a year. It couldn’t be under 
that if they are telling the truth about their give- 
away policy. And you can rest assured that little 
merchandise is given away. If it were, the bargain 
basement would not be profitable and the fact that 
the automatic bargain basement has been in con- 
tinuous operation for twenty years is proof that 
it has made money. 

The weak points of the bargain basement method 
of selling are no different from those which you 
find in any merchandising proposition. Prices 
must be right. Merchandise must be right. Buy- 
ing must be right. If you think of a bargain base- 
ment merely as a cheap store by itself, indepen- 
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dently operated, you will see that its problems are 
identical with those of any other store. It must 
have a minimum overhead and a maximum turn- 
over. 

One thing which the automatic bargain basement 
does which could easily be copied by a merchant 
who wished to cut his prices, is the method of 
ticketing their shoes. Their shoes, as’ you know. 
are grouped on tables by size groups. In men’s. 
for instance, you will find 6, 6% and 7 on one 
table; 8 and 9 on another, and above that on a 
third. Each pair carries a colored price tag and 
the color tells the size. Yellow may be used for 
6% ; blue for 6; and red for 7, let us say. 

This speeds up the process of selection, of course, 
and makes it unnecessary for the clerks to spend 
their time hunting sizes. 

Out in Long Beach, Cal., a merchant has struck 
upon a plan whereby he can move old or slow- 
moving stock. He. has opened a separate store. 
known as an Automatic Bargain Store. 

When the merchandise is first placed in the au- 
tomatic store, it takes a drastic reduction over 
previous prices. However, this is merely the first 
step. The store receives its name from the fact 
that merchandise is automatically re-priced at : 
lower figure every week, if it has failed to sell 


An item originally priced at $1.00 
will be placed on sale at 79c. This will 
then be automatically reduced to: 


2nd week 
3rd week... 
4th week.... 


5th week. . Given away. 


How the 
Automatic 


Works / 


No exceptions to this rule—every 
single piece of merchandise in the 
automatic bargain basement is gov- 
erned by it. 

Any goods unsold after 12 business 
days are automatically reduced 
25%. 

Any goods unsold after 18 months 
business days are automatically re- 
duced 50%. 

Any goods unsold after 24 business 
days are automatically reduced 
75%. 

Any goods unsold after 30 business 
days are given away. 





BILLY ROGERS— 
SHOE MERCHANT 


By 
HAROLD WHITEHEAD 


Business Consultant 


The Story Thus Far 


ILLY ROGERS wanted to own a shoe store. 
He had $17,000 and some practical experi- 
ence acquired as a salesman in Parker’s Shoe 
Shop. George Morland was willing to sell his 
store for $22,000. Acting on the advice of June 
Solent, Billy consulted Jethro Blunt, president 
of Fretton National Bank, and the latter scanned 
the figures on Morland’s business. Billy decided 
not to buy Morland out and after consulting 
his former boss, Parker, decided to launch his 
own business. He picked a promising location, 
acquired a stock and opened his store. Billy’s 
competitors made trouble by cutting prices. The 
matter of collections causes Billy and June a lot 
of worry. They decide to go on a cash basis and 
send out a collection letter to customers whose 
accounts are over due. The letter produced un- 
expected results, angry protests and lost custom- 
ers. Getting his stock down to a reasonable 
figure is Billy’s next problem. He hears a talk 
at the Chamber of Commerce on retail merchan- 
dising and later confers with the speaker, Pro- 
fessor Brinstead, on his own problems. He re- 
solves to dispose of his dead stock at any cost. 
In New York, however, he is compelled to re- 
vise his opinions as to the value of his stock. 
He finally sells the surplus merchandise in Bos- 
ton, but at a staggering loss. 


the job shoes were packed and ready for shipment 

to Craven’s. Billy and “Lilacs” put all their spare 
time every day to sorting the various numbers into piles 
Each evening the two boys, Elmer Reams and Mallory 
Hupp, packed shoes. The tiny stockroom was soon over- 
flowing, so as soon as a number was packed it was car- 
ried over to Parker’s shed. 

Billy soon realized that listing and packing over a 
thousand pairs of shoes was no light task. When the 
job was finally finished the four young men felt worn 
out. At Parker’s suggestion Billy arranged to ship the 
whole lot by truck and avoid packing. 

It was on Friday morning that the truck arrived and 
the shoes were soon loaded and on their way to Boston. 

“Thank goodness that job’s over,” Billy sighed as 
with a rattle and a jerk the truck sped on its journey. 
Billy watched it until it turned the corner into the Hart- 
ford road. He then strolled into Parker’s store. 

“Hello Billy,” was Parker’s greeting. “I see you have 
been busy in the shed quite a lot the past few days. 
Getting rid of that old stock?” 

“And how!” Billy grinned as he spoke. “I think I’ve 
at last seen the last of it. It’s been some expensive les- 
son but believe me I shan’t forget it in a hurry. But 
what I caine in for was to thank you for the use of the 
shed and to say I shan’t need it any more—and that five 
bucks a week will seem good in my pocket.” 


| NOUR days after Billy’s trip to Boston, the last of 


ARKER laughed and said: “If ever you get caught 
with another overstock, I’ll be glad to rent it again. 
Bye the bye, I had a letter from Professor Brinstead ; he 
will be in Fretton to give another talk next month. He 
says that he would like to have a little chat with you 
when he comes. What it’s about I don’t know.” 
“T’ll be glad to see him,” was Billy’s response. He 


then left the store and promptly forgot the message. His mind was occupied with 
two matters that intruded as soon as the job shoes were cleaned out. One was Sid- 
ney Patten and the other was the competitor next door. To his surprise -his trade 
had held up nearly to normal, yet he felt that he ought to do something. His worry 
over the matter made his troubles with Morland seem trifling. 

“I guess trouble is comparative,” he told June that evening while she was working 
on the books. “Here I used to make myself sick worrying over Morland’s dirty 
tactics. Now it’s nothing when I think about those cut-throats right next door 
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Y’know, gorgeous, the more 
trouble you get the easier it 
seems to stand up under it. 
And then there’s Sidney Pat- 
ten. He’s sure getting me 
worried. Of course, I’ve not 
been able to give him any 
time, but he’s been out nearly 
aw veils so far, and all he’s 
brought me in is a line of 
fancy hot air.” 
‘If I were you, honey,” 
June pursed her mout has if 
wondering how to frame her 
thoughts, “If I were you, I’d 
go very carefully with that 
young man.” 
“T know, magnificent, you 
don’t like him. Why not?” 
“Just because I don’t. 
That’s all, Billy boy.” 
‘Well, I can’t chuck a fel- 
low out just because you 
don’t like the color of his 
eyes. You women are queer with your funny fancies. 
But you can’t run a business like that, you know.” Billy 
spoke with an air of tolerant amusement. Yet he began 
to wish that he had not been so impetuous in hiring 
Patten. 


“to up to you, honey, but I won’t say I like 


him when I think he’s tricky. . . . He’s got tricky 
eyes, Billy Rogers, and I don’t care how much you laugh. 
But let’s forget him. What are you going to do about 
The Factory Outlet Co.? That’s something you ought 
to decide.” 

“True, and what do you, with your peculiar woman’s 
instinct, advise?” Billy grinned rather maliciously and 
went on, “Surely you can give me the answer right 
off.” Somehow Billy felt a little peeved over June’s dis- 
like of Sidney Patten. 

“If you are going to be silly, like that,” June flushed 
angrily as she spoke, “I’ll go home. It isn’t funny if 
you think it is. You don’t like him yourself. Only you 
aren’t man enough to say so. So there.” 

Billy was at once all contrition. “I’m sorry, wonder- 
ful. As usual, you are right. But, honest, I don’t know 
what to do about those people next door. They can cut 
prices below anything I can. And so far business 
hasn’t been bad. But I hate to do nothing.” 

June frowned in deep thought and at the same time 
rattled a pencil between her teeth, as sure sign that she 
was deeply engrossed. Billy watched her serious, pretty 
face and began to think more of the future than of the 


Boot AND SHOR RECORDER 
combining THE Suow Reraiter, Dec. 21, 1929 


irritating present next door. After a while June gave 
a sigh and, looking up with a smile, said, 

“Big boy, I think—mind you, I only think—that | 
have an idea. Now, you admit you can’t meet those 
people so far as price is concerned. That so?” 

“Hole in one, beautiful.” 

“Then the greater difference there is between the two 
stores the less competitive they would look. See?’ 

Billy tugged his left ear. “Can’t say I do, quite.” 

“Well, suppose this Outlet concern was next to 
Parker’s e 

“Wish they were,” Billy broke in. “It wouldn’t worry 
him. The cheapest shoe he sells is more than the most 
those guys ask. So——Hey, I see what you mean! 
Holy cats! I think you’ve said a mouthful. Not com- 
pete at all. I’ve got an idea. I'll only show the very 
best stuff I’ve got in the window - 


HY not show the very best you have in the 
store?” June looked dangerously demure. 

“All right, Mrs. Webster, 

have it your own way,” 

Billy chuckled. “But just 

the same I’m sure that my 

play is to show the best I’ve 

got and so make my dis- 

plays as different as possi- 

ble from the Outlet crowd 

I'll compete on quality and 

[TURN TO PAGE 52, PLEASE] 





Manufacturers’ Day 
January 28th 


{Condensing (Convention Into Four Group 
Meetings, a General Session and 


Harold 

C. Keith, 
President 
National 

Boot and Shoe 
Manufacturers 
Association 


ventions, each of two days’ duration—the majority 

held in the Hotel Astor—the National Boot and 
Shoe Manufacturers Association makes a revolutionary 
change in their program. A change of headquarters is 
also announced. The next convention is scheduled for 
Hotel Commodore, Jan. 28, 1930. 

President Keith plans a direct and dynamic conven- 
tion and one that will accomplish much in a one day’s 
session. The twenty-sixth annual convention will open 
promptly at 10 a. m. when there will be four round table 
discussions in the morning, held in separate rooms, with 
the idea of having a small attendance at each round 
table, giving those interested an opportunity to exchange 
their opinions ih a small group and enabling different 
executives from member companies to attend particular 
meetings in which they are especially interested. 

There will be one round table considering manu factur- 
ing problems, including cemented shoes, dryers and 
mullers ; with Harry G. Johansen of Johansen Brothers 
Shoe Company, St. Louis, Mo., chairman. Representa- 
tives from machinery manufacturing companies have 
been invited to be present to answer technical questions. 

Group B round table will be on the subject of coopera- 
tive research in manufacturing, selling and manage- 
ment. 
will preside. W. E. Freeland, of Freeland, Wansker, 
Bates & Lawrence, Boston, Mass., will be present at this 
round table discussion, through the courtesy of New 
England members of the association, to explain what has 
been accomplished by united efforts of New England 
shoe manufacturers in cooperative research work. 


| “Fpomesettgesi twenty-five years of annual con- 


Charles Ault, Ault-Williamson Co., Auburn, Me., 


Banquet at the Commodore 


Group C round table discussion will be on industria! 
conditions throughout the country. John C. McKeon. 
Laird-Schober & Company, Philadelphia, will act as 
chairman. The secretaries of local shoe manufacturers 
associations in the several shoe centers have been in 
vited to attend this meeting, to speak on the local con 
ditions in the several shoe manufacturing cities. 


ROUP D round table discussion will be held on the 

credit situation and credit work as conducted by the 
National Boot and Shoe Manufacturers Association 
Credit managers of member companies will attend this 
meeting and especial interest is expected at this time in 
view of the changing credit conditions due to recent 
deflation in the stock market. The name of the chairman 
of this section will be announced later. 

The President’s annual address will be delivered by 
Mr. Keith at the afternoon session; and a report will be 
made by Mr. Ball, managing director of the association. 
on the activities of the association during the past year 

In the afternoon session there will also be an address 
by George B. Roberts, The National City Bank, New 
York, on “Business from the Banker’s Viewpoint.” 
Edward Filene, Filene’s Sons, Boston, Mass., will speak 
on a new subject of general interest “Making th 
World Safe for Walking.” F. Richmond Fletcher o! 
Scoville-Wellington & Co., Boston, who addressed th: 
convention several years ago, has been secured again, a! 
the request of many members to speak on “Cost Account 
ing inthe Shoe Manufacturing Business.” 

[TURN TO PAGE 74, PLEASE| 
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EMPO 
STYLES 


LIFT UP YOUR EYES 


to these Creations of a New 
Manufacturing Process 





The dictate of smartness, of beauty, of fit and comfort in women’s 
shoes has become vested in a new manufacturing process. 





Gone are tacks, staples and stitches with their inherent hindrance to 
beauty and comfort. Gone are the soiled linings, the strained and 
wrinkled uppers. Instead has come a thing of composite perfection. 


In Capitol Tempo Styles you find this new manufacturing process 
developed to its ultimate. Full advantage has been taken of its 
possibilities—in styling and in finishing. 


Until you see Capitol Tempo Styles you are not fully familiar with 
the possibilities of the manufacturing process. 


Representative styles for Spring are illustrated on the next four 
pages. 


CAPITOL SHOE MAKERS, INC. 


12th and RUSSELL SAINT LOUIS 


sad 


On Display 


Hotel Statler, 10th floor, dur- 
ing the N. S. R. A. Conven- 
tion, St. Louis, Jan. 6 to 9. 
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[CONTINUED 


there | know I've got ‘em stopped.” 

“My, big boy, isn’t it painful to have such big thinks 
all by yourself?” June smiled slightly as she spoke. 

“Oh, I’m full of ’em, Billy responded airily. 

“In that case, you can take me home.” The store 
was soon locked up and the young people walked down 
the street arm in arm. 

First thing next morning, even though it was Satur- 
day, Billy had “Lilacs” trim the window with shoes, 
none of which sold for less than seven-fifty. The result 
was good. “Lilacs” made a most effective display, using 
far fewer shoes in the window than usual. The price 
tickets were neat and conservative. The difference be- 
tween his window and the competitor next door was so 
striking that no one would have thought of them as price 
competitors. 

Billy was feeling quite pleased with himself. He had 
cleared out his job shoes. He had got a man to sell on 
the outside and he felt that he was now meeting suc- 
cessfully the competitive condition next door. Things 
were straightening out he felt. It was while in this 
happy frame of mind that Elmer Reams came up and 
asked if he could have a word with him. 





Billy Rogers— Shoe Merchant 


FROM PAGE 49] 
“Sure can,” 
mind ?” 

“It’s like this,” Reams began in apologetic tones. 
father wants me to go to work for my uncle, 
the Electric Light Co. 
because I know I'll like it there.” 

“You don't want to leave me, surely.” 


Billy 


said heartily. 


“What’s on your 


“My 
who is with 
And I think that I ought to go 


Billy felt rather 
hurt that the young man could possibly prefer any jo! 


) 


to the one he now had. But Elmer did want to leave 


and said so, quietly but unmistakably. 


The upshot was 


that when Elmer left the store that night he left it for 
good. Billy shook hands with him and they parted the 
best of friends, Elmer promising to send him all the 
business he could. Mallory Hupp was fortunately for 


Billy, quite in love with the shoe business and went out 


of his way to tell Billy that he hoped to be a full-tim 
worker as soon as he graduated from high school. 


Sidney Patten had been in the store all that Saturday 
and while he was none too good as a salesman had man- 


aged fairly well. 


So Billy decided that he could get 


along during the week with Acks and Mallory and have 


Patten inside every Saturday. 
“T think, Patten,” Billy began, 


“that you had better 
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STYLES 


LIFT UP YOUR EYES 


to these Creations of a New 
Manufacturing Process 


This new manufacturing process permits 
unusual lightness, rare beauty and refine- 
ment. Comfort and fitting qualities are 
outstanding characteristics of Capitol 
Tempo Styles. 


CAPITOL SHOEMAKERS, INC. 


‘SAINT LOUIS 


eMercedes 


Illustrated in No. 50 Brown Kid, 
trimmed in Beige Claire Kid and strap 
of Lizard calf. Can be had in the latest 
leather combinations. Built over our 


C 66 last 19/8 heel. 
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pian to stay in the store every Saturday. Of course, 
i]’'ll pay you five dollars a day, as agreed.” 

“J don’t see that, boss.’”” The man looked up sulkily. 
“T can make more than that on the outside.” 

“You didn’t this week,” Billy retorted drily. “You 
haven't sold a single pair of shoes all week.” 
“My “Well, what the hell do you expect? It takes some 
time to get acquainted. When I go back to them 





nm your 


s. 


is with 


t to oo jppeople I called on this week I'll get some orders. Yeah, 
. and a lot of ’em, too. But if I have to stick inside every 
‘rather [p5aturday, it’s goin’ to cost me money. I’m going to get 
ny job ten bucks a day once I get goin’ good and proper. I 
» leave pfAgger if I stick inside you ought to pay me the ten bucks 
—— what I’d get outside on a Saturday. That’s fair, ain't 
it for Bite 
ed the “] don’t think so, but I'll tell you what I'll do. When 
all the [you carn above five dollars on any day in any week, I’ll 
Jv for [pay you that amount for the Saturday.” 
at out Patten shook his head and began to argue further, but 
Baten. Billy's patience gave away and he told him that he would 
do as he was told or quit. That seemed to settle the 
— matter, for Patten apologized for what he had said and 
‘een. walked sulkily away. Billy watched him for a minute 
ld get with a thoughtful, rather worried expression. 
\ A rush of customers kept them all busy for the next 
half hour. When the next lull occurred, Billy remembered 
better §2 letter that the postman had dropped on his desk. It 


was from the lawyers, Wise and Whitman. Billy tore 





off the end of the envelope and shook out the letter. 
“Probably about some account,’ he mused. 

It was! The lawyers regretted to have to tell him that 
of the thousand odd dollars’ worth of old accounts they 
had tried to collect for him, they felt that only three 
hundred and sixty dollars’ worth were collectible. The 
letter then continued, “We recommend that you transfer 
the remainder to your profit and loss account, for the 
debtors are either notorious dead beats or hopelessly in 
debt all round, so that suit would be merely throwing 
good money after bad.” 

“Good Lord,” Billy groaned. “Is there no end to the 
losses my first few months of stupidity are to cause?’ He 
felt he could not stand any more loss. The heavy ex- 
pense in getting started, the terrific loss on his job shoes, 
the extra rent he had had to pay Parker, and now this 
added loss. “There can’t anything else happen,” he 
groaned. 

Then he recalled the loss on the window that was 
broken, before he had covered himself with insurance. 
He felt that he must be the world’s worst shoe mer- 
chant. 

His own mental castigation was stopped by the en- 
trance of two women customers. Billy stepped forward 
briskly ; he was too good a salesman to allow anything 
to interfere with the chance to make a sale. 

“Good evening, ladies,” he smiled cheerfully as he 
spoke. Then he waited for them to speak; he knew 
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Alert retailers who recognize the superi- 
ority of this new manufacturing process 
find in Capitol Tempo Styles a new stimu- 
lus to sales and profits. 


| 
| 
| CAPITOL SHOEMAKERS, INC. 


| SAINT LOUIS 


Phantom 


| Illustrated in Venetian Purple boarded 
calf, trimmed with Venetian Purple 
| Lizard calf. Can be had in ail leather 

combinations, Built over our C66 /ast, 
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that their reply would disclose their wishes. How he 
had tried to break Lyman Acks of greeting customers 
with ‘What can I show you, lady?” which he knew was 
a crude and negative greeting. 

“Good evening, I want to see some good, sturdy shoes 
that will stand being walkéd in,” one of the women said. 

In a few minutes the woman was looking with satis- 
faction at a smart shoe that fitted her perfectly. She 
looked up at Billy and asked “How much are these?” 

“Eight twenty-five, and splendid value they are, too.” 

“My! Clara,” the customer's friend exclaimed, “you'll 
never pay that price. The people next door only asked 
three eighty-five for them others that was quite snappy 
looking, I thought.” 

Billy wished people would mind their own business, 
but apparently this interfering nuisance was determined 
to upset Billy’s chance of making a sale. 
“This shoe does seem a lot of money,” 


7 


the customer 
“Haven't you anything more reasonable ?” 
“I can show you shoes at half the price, but when 
you buy shoes you get just about what you pay for.” 
Billy felt it was up to him to put up a good fight. 
“After all, madam, it isn’t just shoes you buy, but fit 
and comfort. 


remarked. 


Those shoes feel as if you had worn 
them for weeks, don’t they ?” 

“Well, they are easy to my feet,” the woman con- 
ceded reluctantly. Then the other woman interrupted 
with, 






“IT don’t see what havin’ them feel easy has to do wi 
the price. If you paid fifty dollars and they wouldn't g 
you would get your feet hurt. I don’t see as size jy 
anything to do with it. Them shoes next door wey 
pretty comfortable, wasn’t they? And them was oj 
three eighty-five.” 

“Of course, the size hasn’t anything to do with th 
price, but what’s the benefit of buying shoes that arey) 
really fitted to your foot? You might save a dollar , 
shoe leather in the first cost and then pay more out laty 
to the foot specialist. But there’s something else aloy 
Billy began to warm up to his task. “\; 
are getting genuine oak tanned sole leather, and real ¢qjj 
uppers. That means that when your cheap shoes are 4 
worn out these shoes will still be good for an extr: sok 








those shoes.” 







and heel. You can buy shoes for any price you war 
to pay, but the cheapest shoe in the end is the onc thy 
gives you the longest wear for each dollar you pay. Thy 
shoe is made to give long service, and you will ge 
extra wear out of them because they fit you properly.” 









The customer looked appealingly at her friend. “Ther 





are comfortable, May. Those others weren’t nearly » 
cosy as these.” 

Her friend sniffed. 
But I'd think a long time before I paid eight twentv-fiy 
for what I could get for three eighty-five. That’s a lo 
of money for a few day’s time to break them others in’ 

“Yes, I suppose that’s so.” Then turning to Bill 
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STYLES 





Creations of a New 


Your style-conscious customers will in- 
stantly recognize the superior beauty and 
refinement of this new manufacturing 
process, as interpreted by Capitol Tempo 
Styles. 


* 


CAPITOL SHOEMAKERS, INC. 
SAINT LOUIS 


Villa 


Illustrated in Beige Claire Kid, 
trimmed with Lizard calf. Built on our 
Parisian last, 19/8 heel. Can be had in 
any combination of the latest leathers. 
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“Well, Clara, it’s your money§ 
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he said, “I like these shoes but when I think of the 
prices next door I feel it’s too much. But I tell you 
hat I'll do. I'll give you seven-fifty for them.” 

“Clara, you’re crazy!” her friend exclaimed. How- 
ver, Billy stopped further talk by saying, 

“Tf | could sell that shoe for seven-fifty, I’d have 
sade it that price in the first place. I’m sorry, madam, 
but I can’t change the price, and you really can’t get 
better value anywhere in Fretton.” Billy’s arguments 
yere apparently of no avail, for the two women left to 
ry on again the pair next door. 

‘Tune had come in while the argument was going on. 
Vhen the two women left she looked up at Bill and, 
miling, said, “Big boy, you'll see them back within 
alf an hour.” 

3illy smiled a rather sickly smile; he felt that he was 
ying very much abused by fate these days. 

“How do you figure that way, gorgeous?” 

“That woman wants the shoes ; she would have bought 
right away if her friend hadn’t been there.” 

But June was not exactly right, for in a few minutes 
he customer returned by herself and the sale was then 
soon made. 

After she left Billy felt better. He called his small 
force together and pointed out to them that they could 
all sell quality against price, but they must stick to the 
price; never make concessions or they would be licked. 

“That’s all right,” Mallory Hupp objected, “but you 


know that the shoes she was comparing to ours were 
junk. I would have told her so, believe me.” 

“That’s no good, Mallory,” Billy explained. “It’s 
knocking your competitor, and we can’t afford to sell 
our shoes by any such tactics. I want people to buy from 
us because our shoes are good value, not because the 
other fellow’s shoes are poor value. See what I mean?” 

Mallory Hupp and “Lilacs” saw the point at once and 
were in hearty agreement, but June noticed that Patten 
said nothing, while the expression on his face told clearly 
that he felt the idea was “all wet,” as he expressed it to 
Acks after the store closed. 

When the Saturday’s work was over, Billy and June 
walked to Felkington’s for some ice cream. 

She spooned idly with her ice cream for a minute and 
then said seriously, “I am bothered, honey. It’s about 
that man Patten. I distrust him, big boy, and I’m afraid 
he'll do you somehow or other. 
to watch him carefully.” 

“Sure I will, magnificent. But don’t you let it spoil 
your night’s rest. I'll keep my eyes open and see that 
he doesn’t get away with the safe.” 

“All right, Billy Rogers, you can laugh. 
through telling you anything. 


I want you to promise 


I’m 
June 
stood up and before the astonished Billy realized what 
had happened she had marched out of the store. He 
stood in blank astonishment, then paid the check and 
walked thoughtfully home. 


But 
I’m going home.” 











EMPO STYLES 


LIFT UP YOUR EYES 


to these Creations of a New 
Manufacturing Process 


Tempo Styles allow a better than average 
mark-up. In quality, in smartness—in 
all around appeal, they have $10 and $12 
look. Write or wire for samples and 
prices of Tempo Styles. Until you see 
them you haven’t seen the greatest profit 
opportunity of 1930. 


CAPITOL SHOEMAKERS, INC. 


12th AND RUSSELL SAINT LOUIS 


Monterey 


Illustrated in Black Patent leather, 
trimmed in Black Kid and Lizard calf. 
Can be had in any combination of the 
latest leathers. Built over our C66 
last, 19/8 heel. 


— 
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** A ND why cock-eyed?” says you. ‘“Cock-eyed,” 
A says me, “because of these blasted humans 

that are making it cock-eyed . . . These people 
who won’t face facts—who are continually jazzing 
things up in the hopes of finding success in the 
spectacular—who need to be hauled down out of 
the clouds and have their feet planted firmly on 


the earth again. There’s 
too much searching for 
Aladdin’s Lamps and Magic 
Carpets these days . . . too 
much straying from simple, 
basic facts . . . too much 
romancing. Let’s not for- 
get that the object of busi- 
is to sell customers 











ness 





at a profit—by the simplest, most effective means. 


There are three ways of accomplishing this object 
—By Rule—By Hunches—and By FACTS. Rules 
are transitory, good today, possibly a detriment 
tomorrow. Hunches are an illegitimate brood at 
any time—while FACTS, although they are some- 
times rather ugly and terrif ying—well—you’d best 
be on friendly terms with them lest they trip 
you up. 


A recent survey, conducted among bankrupt mer- 
chants in two important cities, showed that the 
greatest number of failures were directly attribut- 
able to the fact that these defunct merchants (id 
not keep suitable records — Unpardonable — al- 
most unbelievable—but drastically and fatally 
true. These men did not appreciate FACTS. They 
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had gone cock-eyed trying to avoid looking FACTS 


in the face. 


Let’s stop this looking across our noses in an effort 
to evade FACTS, or in an attempt to follow a 


A POINT 


Hunch around two corners at once. Let’s not lose 
sight of the fact that now and always the shortest 
distance between two points (desire and accom- 
plishment) «is a straight line paved with FACTS, 
something like this. 


ANOTHER POINT 


FACTS FACTS FACTS FACTS FACTS’ FACTS 


A STRAIGHT LINE 


A straight-away road paved with FACTS means 
Speed with Certainty—Business with Profits. It is 
simple—fundamental, and the secret of successful 
business procedure. 


Don’t be too much over- 
awed by the success of the 
eminently successful. No 
larger hats are worn by the 
men who have made them- 
selves and their concerns 
preeminent. They have 
merely made their positions 
impregnable with a strong 
fortification of FACTS. 
Geniuses obviously, but they 
are geniuses in the collection and interpretation of 


FA CTS. 














You, too, can assemble your own FACTS, and tem- 
per and shape your business destiny, but you must 


look every fact straight between the eyes. It means 
that you must keep suitable records—graphic rec- 
ords—that tell their story for good or for bad, 
unerringly. 


Don’t depend upon motheaten Rules—don’t play 
your captivating Hunches—but grasp yourself 
firmly and in no uncertain tones ask—“WHAT 
ARE THE FACTS?” 


To make decisions by Rule is shortsighted—To 
make decisions by Hunches is Cock-eyed—But 
when you make decisions by FACTS, you clothe 
yourself with an armor of certainty. 


Many a man has looked up suddenly into an unex- 
pected mirror and wondered to whom the un- 
familiar face might belong. Step outside yourself 
and your business occasionally and get an impar- 
tial view. Many of us are so close to our own 
affairs that it’s making us cock-eyed. 


For 1930 let’s make the order-of-the-day— 
EYES STRAIGHT AHEAD—AND FORWARD 
MARCH TO THE STIRRING ACCOMPANIMENT 
OF FACTS—FACTS—FACTS 


I 


oO 


\ 
YW 
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Business Changes 


CALIFORNIA—Los Angeles—Meitin & Amass 
(““M. and A. Shoe Store’) (255 South Main St.) ; 
boots, ete.; partnership dissolved; suc- 
ceeded by Harry Amass. 

Santa Monica — Robertson-McMinn Shoe Co., 
Ltd.; shoe manufacturers; recently commenced 
business. 

FLORIDA—Miami—Flagler Shoe Co.; boots 
and shoes; increased authorized capital $10,000. 

ILLINOIS—Blue Island—L. Bilotti & Co. (410 
Western Ave.) ; shoes, etc. ; succeeded by Luciano 
Bilotti. 

KANSAS—Topeka—Leader Shoe & Clothing 
Co. (Louis and Sam Gleichenhaus, Props.) ; 
shoes, etc.; now trading as Gleichenhaus Bros. 
under styles of “Leader Clothing Co.” and 
“College Clothes Shop.” 

KENTUCKY—Richmond—The Golden Store; 
shoes, etc.: recently commenced business. 

MASSACHUSETTS—Athol—Ansin Shoe Mfg. 
Co.; shoe manufacturers; capital stock increased 
by $50,000 common—filed an issue of $38,000. 

Boston—National Shoe Co.; shoe manufac- 
turers; name changed to National Shoe Co. of 
Boston. 

Onlie Shoe Co. (162 Essex St.); 
boots and shoes reported liquidating. 

Tileston & Wilkie, Inc.; shoe manufacturers; 
name changed to Puddle Proof Shoe Co., Inc. 

Universal Shoe Corporation; shoe manufac- 
turers; name changed to National Shoe Co. of 
Roxbury. 

Brockton—Montello Heel Co.; manufacturers; 
capital stock increased by $40,000 instead of 
$4000, as reported. 

Boris Berkowitz 


wholesale 


(Public Shoe Store) (124 


Center St.); boots and shoes; recently com- 
menced business. 

B. Swartzberg (216 Crescent St.); boots and 
shoes; reported succeeded by B. Berkowitz. 

Haverhill—_Wm. R. Sydeman (167 Merrimac 
St.); boots and shoes; reported removed to 
Laconia, N. H. 

Newton—Jean Miller (241 Washington St.) ; 
boots and shoes; recently commenced business. 

Watertown—Arden Box Toe Co.; manufac- 
turers; capital stock reduced by $100,000. 

MISSOURI—St. Louis—Washington Shoe Re- 
building Co.; shoes and repairing; increased 
authorized capital $2000. 

NEW JERSEY — Kearny — Abe Silver (339 
Kearny Ave.); boots and shoes; reported sold 
or’ closed out business. 

Newark—J.-Balsam and L. Weisgal (168 Ferry 
St.) ; shoes, etc.; succeeded by David Balsam. 

Paterson—Michelangelo Ferraro (97 Belmont 
Ave.) ; shoes and repairing; removed to Warren 
Point, N. J. 

Union City—Roth’s Shoes (708 Bergenline 
Ave.) ; shoes, etc.; increased authorized capital 
$125,000. 

NEW YORK—Blue Ribbon Shoe Manufactur- 
ing Corp.; shoe manufacturers; increased capital 
$10,000. 

New York City—Pacific Slipper Co. ; slippers, 
etc.; increased authorized capital $7500. 

Princely Robe & Slipper Co.; manufacturers 
of slippers, etc.; reported named changed to 
Princely Products, Inc. 

OKLAHOMA—Enid—Thomas J. Wells (103 
N. Independence St.) ; boots and shoes; reported 
succeeded by Thomas M. Wells. 

VIRGINIA—Richmond—J. H. Geiger Co. ; boots 
and shoes; reported selling or sold out. 











Failures, Embarrassments, Etc. 


CALIFORNIA—Los Angeles—Fern Shoe Co. 
(419-21 E. 12th St.); shoe manufacturers; re- 
ported asking general extension. 

Sam Kafka (Kafka’s Army and Navy Store) 
(250 S. Main St.); boots, shoes, etce.; reported 


assigned. 
(Th omn’s Drygoods Store) 


N. B. Thomp 
(1629 E. Florence Ave.); shoes, etc.; reported 
assigned. 

Monrovia—Sam R. Rawicz (‘The Bootery’’) 
(520 S. Myrtle Ave.) ; boots and shoes; reported 
assigned. 

San Pedro—L. E. Sullivan; boots, shoes, etc. ; 
reported petition in bankruptcy. 

ILLINOIS—Chicago—Sam Loob (448 S. State 
et.) ¢ a ete. ; called meeting of creditors for 

lec. 9. 

Joseph Wojtowicz (4216 W. 22nd St.); boots 
and shoes; reported receiver appointed. 

LOUISIANA — Shreveport — Esrael Brandt; 
boots and shoes; reported petition in bank- 
ruptcy and reported receiver appointed. 

MARYLAND—Baltimore—P. J. Monaghan’ & 
Co. (317 North High St.); shoe manufacturers; 
reported receiver appointed. 

MASSACHUSETTS—Lynn—W. F. Hooley Shoe 
Co.; women’s pump and turn shoe manufac- 
turers; reported assigned and meeting of credi- 
tors called for Dec. 11. 

Salem—Frank Coombs Shoe Co., Inc. (242 
Canal St.) ; reported meeting of creditors called 
for Dec. 14 instead of Dec. 7 as reported. 

MICHIGAN—Detroit—Louis J. Wohl, Inc. 
(“The Ames Co.) (1275 Woodward Ave.) ; 
shoes, ete.; reported petition in bankruptcy; 
reported receiver appointed. 

MISSOURI—St. Louis—A. Lieberman (6337 
Clayton Ave.); shoes, etc.; reported petition in 
bankruptcy. 





NEW YORK — Brooklyn — William Bergman 
(8624 18th Ave.); boots and shoes; meeting of 
creditors called for Dec. 5. 

Imperial Shoe Stores, Inc. (704 Nostrand 
Ave.); boots and shoes; meeting of creditors 
called for Dec. 6. 

NORTH CAROLINA—Burlington—A. A. Woolf 
(“‘LaMode’’) ; shoes, ete.; reported offering to 
compromise at 15 per cent. 

Jamesville—W. H. Mizelle & Co.; shoes, etc.; 
reported petition in bankruptcy. 

OHIO — Norwood — Nicholas Jacobson (Nor- 
wood Boot Shop); boots and shoes; reported 
petition in bankruptcy. 

OKLAHOMA—Tulsa—Lamar Brown (1924 S. 
Quannah St.); boots and shoes; reported as- 
signed. 

PENNSYLVANIA—Braddock — Simon Hadel 
(Hadel’s Dep’t. Store); shoes, etc.; reported 
petition in bankruptcy. 

New Brighton—Sam Charm (New Brighton 
Bootery); boots and shoes; reported petition in 
bankruptcy. 

Philadelphia — Leon Schwartz (4836 North 
Seventh St.); shoes, etc.; reported petition in 
bankruptcy. 

Isaac Kress (245 South St.); shoes, etc.; re- 
ported petition in bankruptcy. 

Wilkes-Barre—Charles N. Burnaford (“C. N. 
Burnaford Co.’’) (74 S. Main St.); boots and 
shoes; reported petition in bankruptcy. 

WISCONSI N —Appleton — Ervin F. Tesch; 

ts and shoes; reported petition in bank- 
ruptcy. 

Milwaukee—F. M. Smith Shoe Co., Inc.; shoe 
manufacturers; reported assigned. . 


New Shoe Dealers 


1000 


Camden, N. J.—Anthony Zajewaski, 
Kaign Ave. 


New York, N. Y.—Gotham Shoe Mfg. Co., 325 
Gold St. 


New York—Blue Ribbon Shoe Mfg. Corp. 

New York, N. ¥Y.—Cooper Shoes, Inc. 

Youngstown, Ohio—Lisko Stores, Market and 
Mahoning. 


aY%aavY) 


Latest Reports of New Stores, ¥ 
Failures, Embarrassments and N 
Bankruptcy Proceedings ‘ 

> 


Deer Trail, Colo.—C. S. Hamilton. 

Hernando, Miss.—E. L. McIntosh. 
—— N. J.—Frank Roginski, 786 Har: 

ve. 

Richmond. Va.—Kirk-Parrish Co. Store N;: 
John Marshall Hotel. 

New York, N. Y.—Varsity Shoemakers, In 

Chester, 8S. C.—Southeastern Merc. Co. 

Berea, Ky.—S. A. Wender, Sr. 

Canby, Ky.—Ballard & Agee. 

Sandusky, Mich.—H. J. Smith. 

Greenlawn, N. Y.—I. Ingerman, Dean B)iig. 

Great Falls, 8S. C.—Isadore Ward. 

Bethany, Okla.—Golden Rule Store (soon) 

Lafayette, Ind.—Metropolitan Stores, 
(soon). 

Cameron, Mo.—J. C. Penney Ce. 

Idaho Falls, idaho—J. J. Newberry Co., Pa 
Ave. and B St. 

Pittsburgh, Pa.—Lewis Mamheim, 130 5th Av 

New York, N. Y.—Globe Insole, Inc. 

Lisbon, Ohio—Nobil Shoe Co. 

Sharon, Pa.—Nobil Shoe Co. 

Kouts, Ind.—M. Linkimer. 

Gordon, Neb.—S. A. Shinny (soon). 

Rushville, Ind.—The Underselling Store, 
W. 2nd St. 

Manistee, Mich.—Herbert Zimmerman. 

Shelbyville, Ky.— Goldberg & Rosenst: 
Court Place. 

Chadron, Ohio—S. Skorman (soon). 

Eddyville, lowa—G. W. Verrins Co. 

Longmont, Colo.—Van Slyke’s Dry Goods ( 
4th and Main St. 

New York, N. Y.—Bob’s Sample Shoes, 1 
Kings Highway. 

Lynchburg, Va.—Shoe Departments, Inc. 

Watertown, S. D.—Schaller’s. 

Lynn, Mass.—Lynn Novelty Shoe Co., Inc., 
47 Oxford St. 

Hillsdale, Mich.—Mercantile Stores, Inc. 

Warren, Ark.—E. W. Hankins & Son, Inc 

Clintonville, Wis.—Clintonville Merc. Co. 

San Antonio, Texas—Ladin’s (new depa 
ment). 

Wheeling, W. Va.—Montgomery Ward & (o. 
(soon). 

Herkimer, N. Y.—Montgomery Ward & ‘ 
(soon). 

Seymour, Texas—J. C. Penney Co. (soon) 

Hollis, Okla.—J. O. Penney Co., Coley Bldg. 

Newport News, Va.—W. T. Grant Co., 2803- 
Washington Ave. 

Eastport. Me.—J. J. Newberry Co. (soon). 

Huron, 8. D.—J. J. Newberry Co. — a 

Brooklyn, N. Y.—Bay Parkway Original Shoe 
Repairing Co., Inc. 

New York, N. Y.—Baronet Clothes, Inc. 

New York, N. Y.—Bay State Slipper Co., 130 
W. Broadway. , 

New York, N. Y.—Charron Shoe Salon, 94 
Madison Ave. 

New York, N. & Supply 
Corp. 

Patagonia, Ariz.—J. H. Parker. 

Fresno, Cal.—Blakey & Co., Tulare an 
Ness Ave. 

Genesee, Idaho—W. T. Matthews. 
Broadmead, Ore.—A. E. Pederson. 

Burns, Ore.—Harney Mercahtile Co. 

Connell, Wash.—O. S. Bailie. F 

Yakima, Wash.—T. A. Myklebust, 101 S. 1+t 
t. . 


Y.—Arch Leather 


d Van 


: couver, Wash.—Harry D. Burrows. 
} Francisco, Cal.—Castro Shoe Repairiny, 
wy B+ Sh Cc 65 Battery 
oe Co., vy. 
den Cal.—Rosenthal Wholesale Shoe 
istributors, 65 Battery. 

— Rapids, Minn.—B. & B. Shoe Store. 
Fergus Falls, Minn.—Kantar’s Boot Shop. 
Otiseo, Minn.—Albert Lageson. 

Highland, Wis.—Jas. Brophy. 

Carson, N. D.—Walter Schweigert. 

Sheldon, N. D.—H. E. ugen. 

Sioux Falls, 8S. D.—C. C. Anderson Co. 
Pierre, 8S. D.—Robinson-Kent Shoe Store. 
Fedora, S. D.—B. Van Aarde. 

Cresbard, S. D.—H. A. Peate. 

Fowler, Mont.—L. H. Pariso. 

Great Falls, Mont.—South Side Shoe & Dry 
oods Store, 506 5th Ave. 


Boot AND SHOE RECORDER a‘ 
combining THE SHOE RETAILER, Dec. 21, 192° 


58 





THE TRAVELING 


A A 


HREE associations—the Boston | 


Shoe Travelers Association, the 
Boston Shoe Associates and the South- 
ern Shoe Salesmen’s Association—have 
attached their signatures to a letter 
favoring the reelection of T. A. Delany 
to the secretaryship of the National 
Shoe Travelers Association. In this 
letter, which has gone to all affiliated 
associations, they point out, first, the 
expense which would be involved in 
moving headquarters to another sec- 
tion of the country; and, second, the 
fact that the location of the present 
headquarters in Boston makes for 
smoother functioning of the insurance 
work of the association. 





‘OLLOWING luncheon at Hotel La 
Salle, Saturday, Dec. 7, The Shoe 
Travelers Association of Chicago lis- 
tened to numerous communications 
from various local associations of trav- 
elers as well as from the national head- 
quarters at Boston. These communica- 
tions pertained to the recommendations 
of local associations for the executive 
offices of the national association to be 
filled at the forthcoming St. Louis con- 
vention of the N. S. T. A. Candidates 
for the annual election were president, 
Dave Marks and Halsey Elwell; vice- 
president, William Drummond and 
George Collins; secretary-treasurer, 
Charles W. Heilbrun and Otto Glaser. 
For directors the following candidates 
were named: Ralph Wolpe, Ira Mack, 
Martin Spencer, Frank LePine, Harry 
Schweitzer and Robert Leahy. 

Henry Kuehn, president of the Wis- 
consin Shoe Travelers was a guest of 
honor at the Chicago luncheon and fe- 
licitated the Chicago association upon 
having so good and so true a member 
as this year’s chairman of the member- 
ship committee of the national associa- 
tion, whom Mr. Kuehn described as 
having worked untiringly with the 
Wisconsin association. Mr. Kuehn also 
related the efforts which have been 
made by the Wisconsin association in 
soliciting membership applications from 
sales managers in Wisconsin. 

Mr. Kalisky, to whom Mr. Kuehn 
referred, expressed his appreciation of 
the kindly feeling elicited by his efforts 
the past year. He related his experi- 
ence during 1929 in contacting every 
local association and his efforts culmi- 
nated with success in the organization 
of new associations in Nebraska and 
Michigan besides inducing other or- 
ganizations to meet more frequently. 
As chairman of the National member- 
ship committee, Mr. Kalisky stated 
that he looks for a continued gain from 
this point forward in the ranks of the 
shoe travelers and believes it requires 
only the application of the officers and 


News 
of the Road 


SHOE SALESMAN 


Ameo twenty-five members of the 
Southern Shoe Travelers Associa- 
tion attended the annual meeting held 
Dec. 11 in the Hotel Statler, Boston, 
with Leonard Burdett, president, in the 
chair. Routine business was trans- 
acted, delegates to the N. S. T. A. con- 
vention at St. Louis were selected and 
reports of the retiring officers were 
read and approved. The election of 
officers resulted as follows: 

President, Charles O. Quimby; vice- 
president, John McElaney; and secre- 
tary-treasurer, Fred W. Stanton. The 
reelection of Mr. Stanton marks the 
twenty-sixth consecutive year which he 
has held this position. This was the 
thirty-ninth annual meeting of the as- 
sociation and was made memorable by 
the presence of several of the charter 
members. In order to be eligible to 
membership in this association it is 
necessary that a man sell a New 
England line in the territory south of 
the Mason and Dixon line—a provision 


of the by-laws which has never been | 


allowed to lapse. 








local membership committees. 
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Have YOU Written 
*“Bob”’ Leiser? 


Hats off to Robert Leiser, one 
of the old guard of The North- 
western Shoe Travelers Associa- 
tion, who is battling his way 
back to health and shoe selling 
up at Nevis, Minn. 

Retail merchants and fellow 
travelers in the northwestern 
territory out of the “Twin Cities” 
point to “Bob” Leiser as_ the 
shoeman of their generation who 
has demonstrated what courage 
really means. After two strenu- 
ous sessions on the operating ta- 
bles of the Mayos at Rochester, 
Minn., this never-say-quit shoe- 
man went to a small Minnesota 
lake near Nevis, Minn., last sum- 
mer and, under a handicap that 
would have floored most men, he 
developed physical strength until 
last fall he was able to make a 
fresh start on the road selling 
misses’ and growing girls’ for 
The Ohio Shoe Co. Again this 
fighting man with rare courage 
went down while working and 
fighting stiffer odds than most 
of us have to face. And now he 
is up at his frozen lake, near 
Nevis, Minn., still showing the 
way for the rest of us to meet 
and be bigger than trouble when 
it comes. Write “Bob” Leiser 
and tell him the shoe trade is 
with him to a man! 











JO KALISKY of Chicago is being 
warmly supported by his many 
friends in the Mid West and elsewhere 
for the vice-presidency of the National 
Shoe Travelers Association. Mr. Kal- 
isky is a past president of the Chicago 
Shoe Travelers Association and has 
served on many of its important com- 
mittees. He has also given active co- 
operation in association work in Neb- 
raska, Michigan and the Northwest. 


S a sort of return engagement to 
the presence in Chicago of Frank 
Larkin and Lucius Llewellyn Imig of 
Milwaukee, when the Chicago boys cele- 
brated their twenty-first birthday Octo- 
ber 26th a Chicago coterie which em- 
braced Messrs. Dave Davis, Harry 
| Strandhagen, E. J. Meyerburg and Sam 
| Solomon accepted an invitation to grace 
| the occasion at Milwaukee when the 
| shoe salesmen of Wisconsin’s metropolis 
made merry at the ‘Plankinton’ recently 
and incidentally nominated the follow- 
ing officers for the ensuing year: 
President, Henry D. Kuehn; 1st Vice- 
| president, H. W. Klos; 2nd Vice-presi- 
dent, Fred E. Schmidt; Secretary- 
Treasurer, Chris W. Johnson; Board of 
Governors: John Kowalski Art Ma- 
| nasse, George Norris, G. F. Burroughs, 
| W. C. Mathews. 





HARLIE SCHMIDT, for many 

years the Chicago representative 
for Fiebrich, Fox, Hilker Shoe Co. of 
Racine, Wis., died Nov. 30 at his home 
2018 North Latrobe Avenue, Chicago. 
He is survived by his widow and two 
daughters. Funeral services were con- 
ducted at his late home under Masonic 
auspices on Dec. 3 with interment at 
Forest Home cemetery. 


DWARD GERE THOMAS, one of 

the best known shoe men in the 
Southeast, died Wednesday morning, 
Dec. 11, at his home, 197 Seventeenth 
Street, N. E. 

Mr. Thomas came to Atlanta from 
Baltimore, Md., and for the past twenty 
years had been identified with the shoe 
business, first as manager for the At- 
lanta branch of Rice & Hutchins, and 
later with the southern’ wholesale 
branch of the Thomas G. Plant Corp. 

He was a member of the W. D. 
Luckie Lodge, F. & A. M., the Atlanta 
Consistory, Scottish Rite Masons, and 
the First Methodist Church. 

Funeral services were held Thursday 
morning, Dec. 12, from the residence, 
with interment in Crestlawn cemetery. 


(UTPS). 











Not Fairy Formed 


COMPLETE YOUR HOLIDAY 
STOCK WITH OUR 
REGENT PUMP 


Fairy Formed The 
Regent 








What a 


Difference a 











Little Fairy Form Makes in White satin Spike heel AAto C } 

White brocade ............... Spike heel AA to C Co 
Display Shoes .. ~ | Silver, metallic cloth.......... Spike heel AA to C | Ww 
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Fairy Lasts can do much to make 
your windows “pull” by bringing out | 
the charm and individuality of your | Silver kid ...................Spike heel AAtoC } $4.00 Ff = 
display shoes. A special assortment ments 
of twelve pairs of white, short-vamp, 
adjustable Fairy Lasts—the Window { White satin, brocade, black satin, patent leather, silver kid. ) 
Trimmers’ Special—sells for only $5. ( WIDE TOE SHORT VAMPS ALSO. 


Each assortment consists of two pairs suppo 
of each of the six different lasts { In Stock Green kid ties, Green ooze ties, White iI under 
shown here, in sizes 4 and 5. satin straps, Spike and Junior heels. ) every 
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State sizes you prefer. Special words 


sizes can be had at no additional cost much 
if desired. ing-u 
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Shoemen Urged 
To Support 


Pres. Hoover 


Constructive Maintenance 
Work Begun in Factories 


Boston, Mass.—A largely-attended 
special meeting of the directors of the 
New England Shoe and Leather Asso- 
ciation was held Dec. 11 to hear a re- 
port from President Alfred W. Donovan 
relative to the National Conference 


‘“‘Brass Tacks” Convention Sessions 


Practical Helpfulness to Merchants Will Be Keynote of N. S. 
R. A. Gathering in St. Louis Next Month 


St. Louis, Mo.—The program for the 
N. S. R. A. Convention, to be held here 
Jan. 6-9, is being completed under the 
sponsorship of Managing Director 
James H. Stone, and will be released 
shortly. The three “Lunch & Learn” 
sessions on Monday, Tuesday and 
Wednesday will have men of national 
known ability as speakers, and it is pre- 





of business organizations in Washing- 
ton, Dec. 5, and at which Mr. Donovan 
officially represented the association. 

After describing in detail the pro- 
ceedings of the Conference, Mr. Dono- 
van stated that in his opinion President 
Hoover, by his prompt and_ broad- 
gage action following the stock market 
slump in October, has proved himself 
“the master salesman in the entire his- 
tory of the United States.” Mr. Dono- 
van declared that Mr. Hoover, among 
other timely and important achieve- 
ments, has sold to 120,000,000 Doubting 
Thomases the fact that the new order 
of things is different from the old order. 

He urged the entire shoe and leather 
industry of New England loyally to 
support the President in his present 
undertakings, and especially to do 
everything possible along the lines of 
constructive maintenance — in other 
words, to carry out in their plants as 
much improving, painting and clean- 
ing-up as possible. 

Mr. Donovan said that the Washing- 
ton Conference of 400 representative 
business men, called together by the 
Chamber of’ Commerce of the United 
States at the suggestion of President 
Hoover, was one of the most magnifi- 
cent demonstrations of confidence and 
solidarity on record. 

Mr. Donovan made special reference 
to the meeting of the Tanners’ Council 
of America, held in Washington, Dec. 
17, at which the leather industry was 
placed solidly behind President Hoover 
in this matter, and also commended the 
action of the National Shoe Travelers’ 
Association in officially backing up the 
Administration. A resolution pledging 
support to the Administration was 


Hoover Greets Tanners 


The largest and most repre- 
sentative meeting of the Tanners’ 
Council was held in Washington, 
last Tuesday, December 17. It 
was called by Willis R. Fisher, 
chairman of the board of the 
Tanners’ Council, as an indica- 
tion of the participation of the 
tanner in the economic revival 
and stabilization. 

Prior to the meeting the exec- 
utives of the Tanners’ Council 
visited with the president. He 
gave them the following message 
to be read at the conference: 

“Please express to the mem- 
bers of the Tanners’ Council 
gathered in Washington my cor- 
dial greetings and my deep ap- 
preciation of their patriotic co- 
operation in the nation-wide task 
of assuring stability to the eco- 
nomic structure of the. country in 
this hour of stress.” 

Chairman Fisher called the 
conference. The outstanding 
speaker of the conference was 
Julius Klein, assistant secretary 
of the Department of Commerce, 
who urged united action, a new 
set-up of the export organization 
and an economic study of trends. 

A resolution was passed by the 
meeting authorizing the appoint- 
ment of a committee to make 
specific recommendations upon 
the improvement of the tanning 
industry. 

















unanimously adopted. 
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dicted that at no previous convention 
has the association been able to attract 
the speaker taient selected for these 
meetings, to be held in the Gold Room 
of Hotel Jefferson, which has been se- 
lected as headquarters. 

The topics to be selected by this group 
of speakers will be of national impor- 
tance. The great prominence of the 
individuals who will address the con- 
vention qualify them in delivering an 
inspirational talk on business, banking 
and merchandising that will justify 
anyone making the trip to the conven- 
tion for this feature alone. 

The “Brass Tacks” sessions with 
their “merchant to merchant” discus- 
sions of actual store cases will pay divi- 
dends on the investment of time and 
money at the meeting. 

With few exceptions, acceptances 
have been received from practically 
every individual invited to head one of 
the many forums. Here are a few of 
the very practical subjects covered by 
the open forum meetings: “Merchan- 
dising Juvenile Footwear,” “Chain 
Stores,” “Problems of the Small Town 
Retailer,” “Orthopedic and Specialty 
Shoes,” “Efficient Methods of Store Op- 
erations,” “Advertising and Merchan- 
dising Men’s Shoes,” “Hosiery and Its 
Place in the Shoe Store,” “Getting and 
Holding the Men’s_ Business,” and 
“Practical Advertising for Small 
Stores.” 

The Pageant of Footwear will be held 
in the Gold Room of Hotel Jefferson. 
Four revues will be presented, consist- 
ing of an afternoon and evening show 
on Monday and Tuesday. 

The stage setting for the style show 
has been created to present the shoes in 
the smartest spring atmosphere. There 
could only be one answer, and that was 
Palm Beach. The Bath and Tennis 
Club, society’s most exclusive club in 
America, was depicted for the presen- 
tation of the new spring footwear 
modes. 

[TURN TO PAGE 74, PLEASE] 





AN’T lose their shape because there 

is perfect foot balance, as nature 

provided. A _ steel arch supports 
both the inner and outer Longitudinal 
Arch—all leather Insole is shaped to 
support the Metatarsal Arch. 


Meet us at N. S. R. A. Conven- 
tion, Room 222, Jefferson Hotel, 
St. Louis 


IN STOCK 


Police 


Shoe 


777-DS—Bik. Evans Heavy Kid 
666-DS—Blk. Rueping’s Heavy Calf.. 
10-DS—Blk. Stormeelt 
11-DS—Blk. -Cf.-S-Welt-Long 


70—Bik. Evans Ruby Kid $4. 
S70—Blk. Kid Arch-Support Insole.... 
90—Bik. Mellow Kaffor-Calf 4 
95—Tan Mellow Kaffor-Calf 


Combination 
Last 
No. 2 


60—Blk. Evans Kid 

860—Bik. Kid Arch-Support Insole.... 
80—Bik. Mellow Kaffor-Calf 

85—Tan Mellow Kaffor-Calf 


Finds Independents Still in Lead 


Summary of Study of Retailing in Twelve Cities Given in 
Interesting Volume Just Issued 


NEw YorK—lIn spite of the rapid de- 
velopment of chain stores during the 
last few years, the independents still 
do the bulk of the retail business of 
the country, says Chester E. Haring 
of the advertising agency of Batten, 
Barton, Durstine & Osborn, author of 
“The Manufacturer and His Outlets,” 
which has just been published by Har- 
pers. 

“In a study of retailing in eleven 
cities made a few years ago by the 
Department of Commerce,” Mr. Har- 
ing states, “reports were collected on 
93,928 retail establishments, of which 
78,778 were independents and 14,150 
chain. The total volume of sales 
(1926) for these stores was $4,224,- 
109,100. The independents sold $3,- 
011,090,300 and the chains $1,213,018,- 
800. Since department stores enter 
both sides of this picture—there being 
some chain and some independent—it is 
more accurate, perhaps, to make a sep- 
arate group of the department stores. 
Then the division looks like this: 

Class of Store Sales in 1926 

Total .... $4,244,109,100 100.00% 
Independent .. 2,598,172,100 61.51% 
Chain 1,009,447,300 23.90% 
Department .. 616,489,700 14.59% 


“The average sales per store of the 
chains is more than twice that of tne 
independents, not only as a whole, but 
also in every one of the eleven cities, 
with a single exception. The average 
annual sales of the independent store 
was $37,743 and for the chain store 
$85,726.” 

As the eleven cities are typical and 
widely scattered, they are believed to 
reveal general conditions throughout 
the country. Mr. Haring points out 
that at the end of 1927 there were 3893 





chain store systems in the Unite 
States, having a total of 101,536 stores 

“A large proportion of all ind: pen- 
dent retailers make a bare living and 
many of them not even that. Their 
death rate promises to be larger in the 
future, because inefficient retailers ar 
being crowded out by their more eff. 
cient neighbors and by the chains, an 
they are being scrutinized more care. 
fully by the wholesalers.” 

Mr. Haring concludes that “The 
chain store is not only a logica! but 
an economical development of retail. 
ing.” But he states that “It is equally 
clear that the chain store has iany 
disadvantages, and that there is al most 
no possibility of the chains doin: al] 
of our retailing. Lately the indc pen. 
dents have seen the advantages they 
have over the chains. Real competition 
has opened the eyes of many indepen. 
dent retailers and has made them 
stronger and better merchants. They 
will continue.” 


Prominent in Shoe Trade 


BostoN—Joseph K. Hayes died Dec. 
9 at his late residence, 88 Perry Street, 
Brookline, Mass. He is survived by 
two daughters, Mrs. Rodger Lelapp and 
Miss Mary E. Hayes. He will be re. 
membered by the shoe trade as being 
the senior member of the firm of Hayes, § 
Gage & Loomis, 43 Lincoln Street, Bos- 
ton, in the late 80’s. After Hayes & 
Loomis went out of business, he studied 
law and had quite a successful practice 
for many years, and was highly re- 
spected by many in the shoe trade and 
everywhere he was known. 

He for many years was an active 
member of the Boston Art Club. 








He Knows His Curves 
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Danny McFayden, star hurler of Boston Red Sox, fitting a pair of 
ice-skating shoes to a fair customer in a local shoe department where 
he is a salesman 


DANVILLE, ILLINOIS 
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New YorK—The finer stores in New 


¢ United York and other large cities throughout 
Fenn, the East inaugurated their showings 
ving Q wv for the Palm Beach season in the past 
t The week with very commanding advertis- 
er i the ing in the newspapers and roto sec- 
‘iler: pees tions. Stylists generally were keenly 
nore eff. |e awaiting these public announcements, 


not only for corroboration of their own 
views on the forthcoming trend of fash- 
ions in the Summerlands, but also to 
ascertain to what extent the innova- 


ains, and 
ore Care. 





a , = tions would be given prominence. The 
? ar Dut swift change of the silhouette and the 
: ta = departure in town fashions from sim- 
: qually plicity to fussy details has led many to 
MS 2%! FE believe that the mode for Palm Beach 
helene — would reveal a drastic swing away from 
ind: all last year’s costumes. 

mee pen. It is interesting, therefore, to review 
ges they some of the text of these advertise- 
wet tion ments, particularly the copy from those 
4 Fond Fifth Avenue stores that do serve the 
“4 Thew exclusive clientele which comprises the 
B. they Palm Beach colony. 

Best & Co., for example, asks the 
question: “Will the vugue for suntan 
continue? What color will be the 

ade smartest? Will people live in sport 
ied Dec clothes, or will they change to suit the 
r Street, hour and the occasion? Will everyone 

ived by wear pajamas on the beach?” 
app and The text then goes on to declare that 
be re. Best knows the answers to these and 
s_ being most of the other questions about 
Haves Southland fashions. Best & Co. fore- 
et, Bos. casts that “WHITE—pure white—will 
layes & be first in importance, but it will be 
studied worn with a contrasting color.” Pa- 
practice jama ensembles are less important than 
hly re. they have been, according to Best; 
ide and trousers are the smart thing now for 
s women, and shorts are worn quite as 

oh often as long trousers. 
arte Jay-Thorpe is another exclusive es- 
tablishment that emphasized Southland 
fashions in footwear. Jay-Thorpe di- 
rects attention to a new idea in South- 
ern shoes. The text of the Jay-Thorpe 
we advertisement starts: “Toulon, Anti- 
bes, Como—all the Continental resorts 
7 that key the Palm Beach mode—have 
— indicated the smartness of white. But 
= not white worn by itself! White with 
a note of accessory color—a bright but 
subtle ‘semi-tone.’ ” 

7 Other stores on Fifth Avenue, whose 








Ninth Fashion Bootery 
at Sacramento 


SACRAMENTO, CAL. (UTPS)—The 
Sacramento store of the Fashion Boot- 
ery, Inc., opened on Saturday, Dec. 7, 
making the ninth store of this chain on 
the Pacific Coast, the headquarters be- 
ing in Seattle. The new store occupies 
the easterly portion of the new two- 
story banking office building of the Pa- 
cific States Savings and Loan Company 
on K Street, the Fashion Bootery’s 
home measuring 20 by 100 feet and de- 
signed along the now popular modern- 
istic lines. The shoe store’s address is 
702 K Street. 

M. Siegel and J. Porad are president 
and secretary, respectively, of the com- 
pany, and they have named R. Brittan, 
formerly of Spokane, as manager of 








the Sacramento store. 
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Stress Whites for Southern Wear 


Showings of Fashionable Apparel for Palm Beach and Other 
Winter Resorts Inaugurated by Retail Stores 


advertising of Southland fashions is 
built around the vogue of sun-bronze, 
unanimously stress the all-white cos- 
tume as the “Lido” or the “Palm 
Beach” uniform. Each of the adver- 
tisements that leading stores will de- 
vote to Summerland fashions in the 
next few weeks will undeniably bring 
white into the forefront, not alone for 
shoes, accessories, sports attire, but cos- 
tumes as well. 

Everything is contrast in the Palm 
Beach mode. It is significant that the 
foundation of the contrasts begins with 
the sun-bronzed complexion. The new 
bathing suits are featured principally 
in white, and this smart contrast of 
white with sun-bronzed skins is con- 
tinued right through to evening; the 
— gowns again emphasizing pure 
white. 


W. F. Tanner Now with 
Broadhurst Young 


DENVER, COIL. 
(UTPS)—W. F. 
Tanner has recent- 
ly joined the staff 
of the Broadhurst 
Young Shoe Com- 
pany at Sixteenth 
and California 
Streets, Denver, 
Colo., as manager. 
Mr. Tanner comes 
from the coast, 
where he was for- 
merly connected 
with I. Miller Co., 
Sommer & Kauff- 
man, and Wetherby-Kayser, of Los 
Angeles and Seattle. He is now making 
an extensive trip through the East and 
South. 





W. F. Tanner 


To Make Men’s Shoes 


PorRTAGE, W1s.—A $100,000 shoe fac- 
tory will be established in Portage 
about Feb. 1, according to the tentative 
contract recently made through the lo- 
cal Chamber of Commerce. The or- 
ganizers of the company are Danna 
W. Billings, T. Sanderson, Wallace Mu- 
rison, Jacob Leisch and R. E. Seaton. 

The company will manufacture men’s 
dress shoes and also a sport shoe. Ac- 
cording to present plans, a production 
schedule of 500 shoes a day will be 
adopted, but they expect to double this 
amount before the end of the first year. 
At the beginning about 65 people will 
ibe employed. 


James Moore Leases on 


48th Street 


NEw YORK.—James Moore, custom 
bootmaker, of 21 West Forty-seventh 
Street, has leased for a long term of 
years the second floor in the building 
at 38-40 West Forty-eighth Street, op- 
posite the Rockefeller Columbia Uni- 
versity property. Rental is approxi- 
mately $100,000. 


63 
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REG. US. PAT. OFF L i n e 


AT THE LENNOX 
Parlor B 
AT THE STATLER 
Room 324 
St. Louis, Jan. 6-9 


Catering exclusively to high class 
department stores, shoe stores, and 
volume buyers. 


SMART STYLES 


for young women, misses and 


children. 


TWO FAMOUS 
Trade Marks 
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Sport, Hiking, Aviation Boots, 6 
styles, in-stock, 5/8 A, 4/8 B, 22/8 
C, 24%/8 D 
to retail from $7.50 to $9.50 
Goodyear Welts exclusively 
















REG.U.S. PAT.OFF 


FOR JUNIOR WOMEN 














STEEL - ARCH 
This is one of the prettiest lines 
of woven sport 
OXFORDS and STRAPS 
AAA to C 


to retail from $5.00 to $6.00 
Goodyear Welts Exclusively 











Merchants attending the N.S. R. A. 
Convention in St. Louis, Jan. 6-9, 
are cordially invited to see our line 
on display in both the STATLER 
and the LENNOX HOTELS; four 
famous trade marked lines — 
PLAY HOUSE, 

KEWPIE TWINS, 
NATIONAL PARK, 

















SPORT WALKS 

"THE JUVENILE SHOE CORPORATION 
OF AMERICA 

Aurora Missouri 
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WHERE TO BUY 
Men’s Shoes 





Ta fioe 


87 STYLES IN STOCK 


EMERSON SHOE MFG. CO. 
ROCKLAND, MASS. 


WRITE TODAY FOR CATALOGUE 


Waa ll 














Me STEADY PROFITABLE 


BION F-REYNO! OLDS CO me BROCKTON N MASS 





(P).. A. PACKARD ARDCO., nam (P) 





NETTLETON 
Shoes of Worth 
A. E. NETTLETON CO. 


H. W. COOK, President 
Syracuse, N. Y., U. S. A. 
MEN’S FINE SHOES EXCLUSIVELY 











Stacy Adams Co. 
Manufacturers of 
MEN’S FINE 

SHOES 


Brockton, Mass. 




















RADE ONLY” 


east EST GR MASS. U. 


No Showing of 
Shoes at Ohio 
1930 Meeting 


CoLumsBus, OHIO (UTPS) — Execu- 
tive Secretary C. E. Dittmer, of the 
Ohio Valley Retail Shoe Dealers’ Asso- 
ciation, announces that there will be no 
displays of shoes or other footwear 
products at the coming annual conven- 
tion of the association, which will be 
held at the Deshler-Wallick Hotel, 
Columbus, Feb. 24 and 25, under the 
auspices of the association. That part 
of the program has been abandoned and 
the revenue habitually coming from 
that source is made up by associate 
memberships among the manufacturers 
and wholesalers. 

These memberships, which entitle the 
holder to the complete bulletin service 
of the association, are coming in rapid- 
ly. Manufacturers appreciate the fact 
that the association will not sponsor the 
usual displays. But many reservations 
have been made for displays which will 
be given by factories and wholesalers, 
not only in the shoe line but in foot- 
wear novelties. 


Reports Good Business 


CLEVELAND—The Cleveland office of | 


the Firestone Footwear Co. reports very 


good business since the opening of | 


this branch about three months ago. 
The Cleveland branch handles a large 
territory including Ohio, Michigan, 
western New York state, western Penn- 
sylvania and West Virginia. Ware- 
house and office quarters are main- 
tained at 1276-80 West Sixth Street. 
M. J. Kuret is manager of the Cleve- 
land branch. According to announce- 
ment here the following personnel 
changes have been made: 

C. S. Lefferdink, salesman, has been 
transferred from Columbus territory 
to Detroit, Mich. The Columbus terri- 
tory. was subsequently taken over by 
E. R. Ray, formerly with the Miller 
Rubber Co., Harry Rohrer, a former 
Cleveland shoe salesman, has_ been 
placed in the Youngstown territory. 











Ebbs Assures of Adequate 
Hotel Accommodations 


St. Louis, Mo.—Chairman Ar- 
thur Ebbs, of the N.S.R.A. Con- 
vention Committee, gave out the 
following statement on Tuesday 
of this week: 

“As chairman of the 1930 
Convention Committee of the 
National Shoe Retailers Associa- 
tion, meeting in St. Louis, Janu- 
ary 6, 7, 8 and 9, please assure 
every visitor they will be well 
taken care of with hotel accom- 
modations at no increase in rates. 

“The St. Louis Hotel Men’s 
Association, in an agreement 
with the National Shoe Retailers 
Association, have pledged their 
full cooperation in providing ho- 
tel accommodations for all those 
attending the convention.” 











| Dalsheimer’s New Store Opens 
in Baltimore 


BALTIMORE, Mp.—Dalsheimer’s, one 
of the leading exclusive retailers of 
shoes in Baltimore, Md., has formally 
opened its new and completely modern- 
ized establishment at 213 North Liberty 
Street. The entire three-story building 
at that location is being used by the 
firm. There are three spacious floors 
devoted to women’s, misses’ and chil- 
dren’s footwear and hosiery, where 
style is tempered with common sense in 
foot comfort. 

The first floor is devoted to footwear, 
where style plus foot comfort is th 
predominating theme. This floor i; 
given over to the women’s shoe depart- 
ment, in which are featured Red Cros 
Shoes, Dalsheimer’s Delyte shoes and 
Sally Sweet shoes. 

The second floor is also devoted t 
women’s shoes but at lower prices. In 
this department, pumps, slippers, ox 
fords and sports footwear in fashion 
able leathers and modern styles are fea 
tured at $4. 

The basement of this building ha 
been remodeled into a modern chil 
dren’s, misses’ and boys’ shoe shop, ir 
which shoes for this clientele are fea 
tured in a wide range of styles an 
leathers. Special attention will b« 
given to the proper fitting of footwea: 
for growing children. 

This new store has been opened wit! 
a complete line of fresh merchandise 
No merchandise has been carried to it 
from the old location of Dalsheimer’s at 
229 West Lexington Street. The store 
at the old location will be continued 
during the month of December fo1 
clearance of stock. 





Kids and Reptiles Gaining 
in New York 


New York.—Shoe retailers report 
some little falling off in trade this past 
week, with volume slightly below last 
year. Business, however, continues sat- 
isfactory, with holiday shopping excel- 
lent. Department stores were thronged 
Saturday, while the shoe stores experi- 
enced rather an unsatisfactory day, in 
most cases pulling the total of their 
sales down and offsetting smaller gains 
made during the week. 

Suédes have shown some loss in popu- 
larity, and sales of patent leather have 
declined noticeably. Black and brown 
kid are going strong. . One store reports 
that for the past month, black kid has 
represented almost 30 per cent of its 
total sales, with brown kid next in vol- 
ume. Some reptile is moving and is ex- 
pected to pick up considerably. How- 
ever, with sales periods now in force, 
and continuing throuch January, most 
attention will naturally be centered on 
disposing of the styles already in stock. 

For early —_— wear, orders have 
already been placed for quantities of 
beige reptile, blue kid, beige kid and 
brown kid. It is noted that some buy- 
ers expect blue kid to have a larger run 





than ever. 
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Opens Third Store in Seattle 


B. Piha and E. S. Van Buskirk Engaged in Business Six Years 
Ago—Energetic Policies Succeeded and Expansion Followed 


SEATTLE, WASH.—Due to the energy 
and business ability of the founders, 
the Cinderella Boot Shops of Seattle 
have just opened their third retail 
store within a space of five years. 

The newest shop is located in Seat- 
tle’s new Shopping Tower, and like its 
sister shops it specializes in novelty 
pattern women’s shoes at popular 
prices, $6 and $7.50 being the two 
prices. Conservative styles are also 
carried, but stress is placed on the 
popular numbers. 

The store is charming in its appoint- 
ments, being light and brightly illumi- 
nated, yet having sufficient warmth of 
coloring in the harmonious blending of 
old rose, blue and cream tones to ren- 
der a pleasing effect. Woodwork is of 
mahogany, finished in light brown; 
walls are white and shelvings, which 
are of the cpen type, of cream tones. 
Forty-eight chairs, finished in toupe 
plush arms and seats with plush tapes- 








Finds Business Sound 


NEW YoRK—A three-day conference 
of the sales organization of The 
American Weekly magazine was held 
Dec. 9, 10 and 11 at the Hotel Roose- 
velt, New York City, the group includ- 
ing forty-six sales representatives and 
the executives from the seven offices of 
the publication. All sessions were 
under the personal direction of Mor- 
timer Berkowitz, vice-president of The 
American Weekly, assisted by the fol- 
lowing territorial managers: E. 3 
Swasey, Pacific Coast manager, Los 
Angeles and San Francisco; J. B. 
Meigs, western manager, Chicago; W. 
P. Baker, Chicago manager; N. D. Mc- 
Ginn, Michigan manager, Detroit; R. 
S. Shapira, Ohio manager, Cleveland; 
Leon Stetson, New England manager, 
Boston; R. M. Reynolds, Southern man- 
ager, Atlanta, and W. Spargo, 
Eastern manager, New York City. 

The sales organization of The Ameri- 
can Weekly is in constant and intimate 
contact with commercial activities 
throughout the country, and every one 
of the group emphasizes the soundness 
of the American industrial structure. 
Business is good, it is going ahead, and 
national advertisers with whom they 
came in contact are, in practically 
every instance, either standing pat on 
present appropriations, or increasing 
their advertising investments for 1930. 


Schiff Stores Show Big Sales 
Increase 


CoLumBus, OHIO (UTPS)—Reports 
from the Schiff Co., operating a chain 
of about 150 retail shoe stores through- 
out the East, Middle West and South, 
show that November sales were $1,055,- 
503, compared with $633,859 for No- 
vember last year, a gain of 66.5 per 
cent. Sales for the first eleven months 
of the year were $7,901,988, as against 
$4,643,138 for the corresponding period 
last year. This is a gain of 70.1 per 
cent. Robert Schiff, president, reports 
that December sales are expected to be 





the best in the history of the company. 
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try backs, are placed back to back down 
the center of the store. Fitting benches 
are likewise upholstered. There are 
numerous full-length mirrors at inter- 
vals down both sides. The present 
stock is valued at $35,000 and the work- 
ing strength of the store is six well 
trained and expert fitters. There is a 
hosiery department featuring a full 
line of excellent hose. 

The comfort of patrons has been an- 
ticipated by telephone accommodations, 
an attractive alcove for children to oc- 
cupy themselves while mother is having 
her shoes fitted, etc. 

An opening special was a practical 
souvenir in the form of a hat box or 
overnight bag given free to each pur- 
chaser of a pair of $7.50 shoes, during 
the opening day. 

B. Piha, proprietor of the Cinderella 
Shops, entered the retail shoe business 
in Seattle six years ago, having for- 
merly conducted the Eclipse Shoe Re- 
pair Shop, which is still operated as a 
separate business. 

It was with the opening of the first 
store that E. S. Van Buskirk joined 
his staff. He is now general manager 
supervising the operation of all three 
stores and has direct charge of their 
merchandising policy. For the present 
Mr. Van Buskirk will maintain his 
headquarters at the new store, which is 
the largest of this healthy chain. 


Plan for Texas Convention 


Houston, TEX.—Several days ago 
Carl Mueller, president, and W. B. Tay- 
lor, secretary-treasurer of the Texas 
State Shoe Retailers’ Association, met 
in Houston with the general committee 
and worked out plans for the coming 
state convention, which is going to be 
held in Houston, Feb. 10, 11 and 12. 

Mr. Mueller stated from all indica- 
tions this will probably be the best con- 
vention ever held by the association. 





W ord Coinage 


A most interesting contest has 
just been completed by the Shoe 
and Leather Record of London. 
Some 712 new names were sub- 
mitted in an Alternative Soling 
Substance Competition. What we 
know as composition soles, sub- 
stitute soles, alternative soles 
and soles of rubber and cotton 
substance were in this competi- 
tion. 

The name that got five guineas 
was Pavoleum, which might 
make a tr*mendous hit with the 
English, who call sidewalks pave- 
ments; but the amazing thing 
was to note the coinage of words 
that brought out such names as 
the following: Cireneg, Detnaw, 
Economa, Fibrubate, Glurubite, 
Guttapelt, Hyposzite, Idalt, Kwel- 
Akwa, Leesoling, Mixol. 

Word coinage is one of the 
newer arts—with so much fog 
and smoke in London the new 
word is “smog.” 
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WHERE TO BUY 
Men's Shoes 
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“A MAN’S DECISION” 


THE 


SHOE 


Boston—183 Essex Street 
N. Y.—915-917 Marbridge Bldg. Mass. 











WHERE TO BUY 


Women’s Novelties 





BIARRITZ SANDALS 
(ORIGINAL) 
FOR LARGE VOLUME 
BUYERS 
Write Direct 


BIARRITZ SANDALS 
33 W. 27th ST.. NEW YORK 


he 
BONDWAY 


PROCESS 


produces footwear of remark- 
able lightness, smartness and 








flexibility. 
BOND SHOE COMPANY, 132 Duane St., New York 
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WHERE TO BUY 


Women’s Shoes 


lentil al lia 





CUSHION SHOES. 


FUR WOMEN 
THE JOHN E£BBERTS SHOE CO., INC. 
IN Buffalo, N. Y. STOCK 











WHERE TO BUY 


Shoe Forms 


erm 





TRANSPARENT OR WHITE FAIRY 
SHOE FORMS 


Light, Inexpensive and 
Practically Invisible 
Linings and case num- 
bers easily seen when 
transparent form is in 

shoes. Write 





THE SHOE FORM CO., Auburn, N. Y. 
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WHERE TO BUY 


Men’s & Women’s 
Slippers 





MULES and D’ORSAYS 
FOR MERCHANTS 
WHO DEMAND QUALITY 
Send for Beautifully 
Illustrated Catalogue 


Brass Bros. & Feinroth 


7 East 17th Street New York 














PARISTYLE FOOTWEAR MFG. CO., IKC 


Factory and Salesroom 
40-46 West 25th St., New York City 


Ra = A 


High Grade Turn Mules and D’Orsays 


Catalog 
sent on 
request 





“‘Companion- 
ate’”’ Slippers 
Terns only— 
on 
request. 
Ne. 434 
$265 


IN STOCK 


Ne. 447 
$235 








L. B. EVANS’ SON O0., Wakefield, Mass. 





MEN’S FINE 
HAND TURNED 


SLIPPERS 


Manofactured 
by 


W. 8. CHASE & SONS 
Haverhill, Mass. 


Prices from 
$2.15 to $3.56 


Beston Office: Room 501, Statler Bldg. 











YVEAR CORP'N 
Offices 
New York 














Johansen Bros. Open Plant 
at Centralia 


St. Louis—Johansen Bros. Shoe Com- 
pany opened its new $125,000 plant at 
Centralia, Ill., Dec. 7 at a celebration 
which included the entire population of 
Centralia, who joined in the ceremony 
held at the factory. The new plant 


| will have a capacity of 3,000 pairs per 


day of McKay shoes. Cutting started 
Dec. 16 under the direction of Lawrence 
Vorwerk, formerly assistant superin- 
tendent of the St. Louis factory, who 
has been made manager of the Cen- 
tralia unit. 

_ The factory, a three-story building, 
is 200 feet long and 45 feet in width. 
It is brick construction and equipped 
with the latest and most modern facili- 
ties. Five hundred people will be em- 
ployed when the plant is in operation. 

A number of prominent retailers 
were present to witness the opening, 
including Maurice Wolock of Chicago, 
Arthur E. Ebbs and Harold Underhill 
of St, Louis; also George E. Gayou, of 
Boot & SHOE RECORDER. 

Harry G. Johansen, vice-president 
and general manager of the company, 
made the principal address of the eve- 
ning, in which he expressed great con- 
fidence in the success of the factory. 
He lauded the fine spirit of cooperation 
extended by the citizens of Centralia 
who assisted in the completing of the 
factory. 

Other speakers on the program were 
F. M. Henry, secretary; Edw. Ruth- 
satz, second vice-president; Maurice 
Wolock, of Wolock & Bauer, Chicago, 


| and George E. Gayou, Boot & SHOE 
| RECORDER. 


*“Kafsted”” Registered 


Boston, Mass.—The Stedfast Rub- 
ber Co., of this city, has received from 


| the United States Patent Office a cer- 


tificate showing that the company’s 
trade name, “Kafsted,” has been regis- 
tered. “Kafsted” is used in place of 
leather in the quarter linings of some 
shoes and in the novelty trade as a sub- 


| stitute for leather in belts and pocket- 
books. 


| Sold by Weight for Winter 


Wear 


[CONTINUED FROM PAGE 45] 


| again, we see the importance of the 


appearance of weight—not only to 
harmonize with the rougher finishes 
in men’s clothing and overcoats, but 
to be so obviously different from any- 
thing he has had in the season before 
as to force its purchase. 

In selling this type of shoe, the re- 
tail merchant has stressed its weight, 
its warmth and its durability. He has 
suggested that, except in the very 
worst of weather, they may be worn 
without rubbers. He can say, truly, 
that a thick sole on a well made shoe 


| is more comfortable for rough going. 
| And he has appealed to the man’s 
| sense of the fitness of things by point- 


ing out its suitability for wear with 
the heavier types of clothing, with 
warm wool half hose. The winter 
weight shoe is a happy combination of 
practicability (on which every man 
prides himself) and of stylefulness, 
which they are gradually coming to 
accept as an important factor. 





Immediate Business Is 
Good in Lynn Factories 


More Pump Types to Be Seen, 
Say Manufacturers 


LYNN, Mass.—The low mark has 
been passed. The pick-up is stronger. 
The pace is quickening. Designers are 
on an overtime schedule. Lynn will 
release a legion of new styles in the 
January markets. Immediate business 
is good on shoes for mid-winter sales. 
There is nothing in sight to indicate 
that women will wear fewer shoes. The 
best signs point to a higher rate of 
consumption of footwear by the aver- 
age woman. 

“More pumps in 1930” is the fore- 
cast of leading style makers of Lynn, 
“and I mean the step-ins that are 
built on pump lines, the light strap 
pumps, and the opera pumps that 
are decorated with buckle or bow, 
ribbon or frill. Vamps will be a bit 
longer, and heels of the higher order 
will be in larger demand, all of this 
being a consequence of the longer 
skirts, for we must not let shoes vanish 
beneath the descending hems. The 
shape and the lines of shoes are items 
of major importance.” 


Production in Factories 
Shows Slight Increase 


HAVERHILL, MAss.—Production in the 
local shoe district mounted somewhat 
during the past week. Limited busi- 
ness for immediate delivery on the 
cheap and medium grades was reported 
following the first snow fall of the 
season. Several manufacturers also 
have put through a few hundred cases 
of the more staple types of shoes to 
give their employes a couple of weeks’ 
earnings prior to the holidays. The 
mail order business usually occupying 
several local plants at this period has 
been later in being placed than in 
several years. The plants are showing 
signs of activity now, but are not at 
volume production. 

There is little indication of any 
amount of spring buying developing 
until after the opening of the new year 
and probably not until after the style 
show period. The local industry is 
sending a large contingent of shoe men 
into St. Louis in January and the 
sample lines now coming out of local 
factories indicate that local shoe men 
are to make a strong bid for business. 


Mail Orders Reported 
as Unusually Heavy 


CINCINNATI, OHIO—Some few manu- 
facturers, who sent samples out early, 
are receiving a fairly nice volume of 
business for spring delivery. They 
haven’t started to work on much of 
this spring goods as yet but expect to 
get started on it shortly after the 
Christmas holidays. 

During the past three or four weeks 
mail orders have been unusually heavy. 
Merchants bought extremely lightly on 
some numbers and have been reorder- 
ing for pre-holiday sales. Quite a large 
part of these mail orders is for eve- 
ning slippers, as the majority of mer- 
chants apparently did not lay in a 
sufficient stock to carry them through 
the season. 
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MINNEAPOLIS—The program for the 
convention of the Northwestern Shoe 
Retailers’ Regional Association, to be 
held at Nicollet Hotel, Minneapolis, 
Jan. 27, 28, 29, 1930, has been officially 
announced as follows: 


SUNDAY, JAN. 26 
1.00 P. M.—Annual dinner meeting of 
officers and directors. 


MONDAY, JAN. 27 
Forenoon 
Registration. 
Turning in of Railroad Certificates. 
Inspection of Sample Lines. 


Noon 


Luncheon—12.15 o’clock. 

Call to order, Joseph Langley, presi- 
dent. 

Announcements by secretary. 

Address—“A Word of Welcome,” Theo- 
dore Christianson, Governor, State of 
Minnesota. 

Introduction of visitors. 
Address—“Our Friends, the Exhibi- 
tors,” W. H. Gernes, Ames, Iowa. 
Response—Henry Thorson, president, 
Northwestern Shoe Travelers’ Asso- 

ciation. 

Address—“The Shoe Association and 
the Retailer,” James H. Stone, Chi- 
cago, manager, National Shoe Retail- 
ers’ Association. 

Address—“The Why and How of a 
Budget,” Ernest A. Burrill, Boston, 
chairman, Plan and Scope Committee 
of the N. S. R. A. 


Afternoon 

The afternoon is left open to give mer- 
chants ample opportunity to continue 
their inspection of sample lines. 
Every exhibitor is working whole- 
heartedly with the association and 
is entitled to the courtesy of a visit 
to his sample room. 


Evening 

7.30 O’clock, Mezzanine Floor—A riot 
of fun—Cash for retailers and sales- 
men—Be sure to attend and partici- 
pate in the Anti-Cinderella Contest— 
A burlesque on the familiar Cin- 
derella Contest, with males instead 
of females the center of attraction. 


TUESDAY, JAN. 28 
Forenoon 

8.30 O’clock— Traveling Salesmen’s 
Breakfast, with informal chat by 
Ernest Burrill, an event which every 
salesman should attend. 

The balance of the forenoon will be de- 
voted to further inspection of foot- 
wear displays. Meet cooperation with 
cooperation. Our exhibitors are en- 
titled to your earnest consideration. 


Noon 


Luncheon—12.15 o’clock. 

E. A. Rice, La Crosse, Wis., 
officer. 

Address—“The Trend in Women’s Gar- 
ments for Spring,” Miss Clara Rue, 
fashionist, Schuneman-Mannheimers, 
St. Paul. 

Address—“Muffing Business in the 
Shoe Stores,” C. M. Madden, Chicago. 


presiding 
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Announce Northwestern Program 


Prominent Leaders in State and Industry to Speak at Con- 
vention in Minneapolis 


Address—“Muffing Business in the Shoe 

Store,” C. M. Madden, Chicago. 

Round-Table—“Women’s Footwear 
Styles and Colors,” led by A. Roufa, 
M. L. Rothschild & Co., Minneapolis. 

Round- Table—“Merchandising Chil- 
dren’s Shoes,” led by Charles A. Kil- 
bourne, Minneapolis. 

Address—“Training Retail Salesmen,” 
Arthur L. Evans, Boston, director 
of Educational Institute for Retail 
Shoe Salesmen. 


Afternoon 
Inspection of sample lines. 


Evening 
Annual Banquet—Ballroom, Hotel 
Nicollet. Ross Bates, regional gov- 


ernor, National Shoe Travelers’ As- 
sociation, toastmaster. 

A series of two-minute talks will com- 
prise the brief speaking program, 
then— 

On With the Dance to the strains of 
one of the liveliest, most peppy dance 
orchestras in the Northwest. 





WEDNESDAY, JAN. 29 
Forenoon 
Another half day in which to continue 


salesmen cooperating with the asso- 
ciation, and to place orders for your 
Spring requirements. 


Noon 


Luncheon—12.15 o’clock. 

Ira Welch, Atlantic, Iowa, presiding. 

Round-Table—“Handling the Custom- 
er,” led by Walter S. Arant, Des 
Moines, Iowa. 

Round-Table—‘“Keeping the Stock 
Clean,” led by Arthur S. Johnson, 
Sioux Falls, S. D. 

Round-Table—“The Shoe Retailer and 
His Community,” led by O. J. Benton, 
Austin, Minn. 

Awarding of prizes to retailers. 

Report of Resolutions Committee. 

Report of Nominating Committee. 

Election of officers. 

Choice of 1931 convention city. 

Adjournment. 

Meeting of newly elected officers and 
directors. 


In-Stock Business Good in 
Brockton 


BrockToN, MAss.—In the Brockton 
district preparations are going forward 
with plans for a fairly brisk start on 
the new run just after Christmas. 
Total shipments to date are more than 


shipped in 1928. With such a heavy 
production there is a feeling that the 
new year will not start quite so briskly 
as did the early part of 1929, but there 
are good orders on hand. 

A peculiar feature of the local situa- 
tion is that shipments of single and 
few pairs lots by parcel post set a new 
record here the first week in December, 
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Briggs’ office. 


to inspect lines spread by firms and | 


| 
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60,000 cases better than the amount | 





WHERE TO BUY 
Men’s &@ Women’s 
Slippers 

































The Last 
Word in 
Quality 
Slippers 
TUPPER SLIPPER CORP. 
200 Tillary St. Brooklyn, N. Y. 























ALL LEATHER IMPORTED CZECHO SANDALS 

















FOR SRMESIATS DELIVERY 


Patterns Riga—Tan and B 
Patterns Berta—All Tan, Tan _% Black, All White. 
White & Blac 
Irwin W. David, oan Manager 


THE R. STERN CO., 303 Fourth Ave., New York 




















Turned 
In Stock 


~~ «oF 


The Daytime Slipper 
Fiest quality upper steck, genuine 
leather counters, turn construction; 

extra fine leather soles = ._—. 
finish, eteel shank. Made o com - 

bination last by skilled Ttaltan turn 
shoemakers. Looks and fits like 

dress shoe with boudoir comfort. A 
to C widths. 

ORDER 














A SAMPLE PAIR TODAY 


Sachs & Vigorith, Inc. 
Makers of Hand Turned Footwear 
1401 Central Parkway 
Cincinnati, Ohio 
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WHERE TO BUY 


Store Fixtures 
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HAVE YOUt A COPY OF THE 
NEW GOODWIN CATALOG 
of SHOE STORE FIXTWRES 












and STORE INSTALLATIONS 






| L. GOODWIN & 
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WHERE TO BUY 
Ballet Slippers 


The Famous Con- 
cave Arch Hard 
Toe Slipper, and 
all types of danc- 
ing footwear. At 
once delivery. Send 
for catalog. 


Coast Representative: 
MR. A. F. WINSLOW 
5205 El Rio Ave., Eagle Rock 


Los Angeles, California 





Rights and Lefts 
Twe Grades 
Wos. Miss. Chi. 
$1.50 $1.45 $1.40 
1.85 1.80 1.25 
In Stock 
325 West Monroe 














. MALOTT SHOE CoO. 
1916 Girard St., Chicage 





*KENDALL wo ttrr 
BALLET 





SLIPPERS 


WILL PROVE 
A MONEY 
MAKER 


IN 
STOCK 
Orders filled day receweod 
SEND FOR CIRCULAR DEPT. C. 











4% KENDALL SHOE COMPANY > 
HAVERHILL, MASS, 


Im Stock Black Ballet 
Slippers 





Childw’ $1.15 pair 


BLOG SHOE CO., INC. 
147 Duane Street 
New York City 








BALLET SLIPPERS—IN STOCK 


of the unusual kind 
Bie2 Bik. Kid Hand Tura 
Seft Toe 
“\ Child’s 6 to 11—$1.35 
Misses 11% to 2— 1.40 
Women’s 3 1. 
Also Toes 


SCHWARTZ & HERDER, Inc. 











aff"Ne. 11th St, Philadelphia’ Pa. 





John J. Vogel, Former 
Manufaciurer, Dies 


LOUISVILLE, Ky.—John J. Vogel, 63 
years of age, retired shoe manufacturer 
and jobber, formerly an official of the 
former Vogel Brothers Shoe Mfg. Co., 
Louisville, died recently at his resi- 
dence, 2074 Eastern Parkway. He had 
been in failing health for the past 
several years and very weak the 
past year. He is survived by his 
widow, Mrs. Anna Miller Vogel; a son, 
John R. Vogel; two brothers, Albert R. 
Vogel and Adolph Vogel, and a sister, 
Mrs. Charles J. Lynn. 

Mr. Vogel was born and educated in 
Louisville and spent his entire life here. 
In 1890, with his brother, Albert R. 
Vogel, he organized the Vogel Brothers 
Shoe Mfg. Co., and later the Vogel Shoe 
Co., the latter a jobbing unit. Both 
concerns were liquidated and the plants 
closed up about five years ago, when the 
brothers retired from active business. 


Five Shoe Stores in One 
[CONTINUED FROM PAGE 39] 


the center leading to the men’s hosiery 
section, so that the same girls can 
serve both the men’s and women’s 
hosiery needs. Thus it forms the 
outer boundary of the Men’s Shop, 
which resembles a dignified clubroom. 
It is furnished with red and brown 
leather upholstered chairs and hooked 
rug carpet of handsome design. Smok- 
ers’ stands are placed beside each 
chair, and fitting stools are uphol- 
stered in red leather. 

The children’s department on the 
balcony has been designed for ease of 
fitting and comfort for both parents 
and fitters and to.intrigue the small 
customers. Chairs of the proper size 
have been placed on a raised platform, 
bringing them to the proper height for 
fitting without stooping. Chairs and 
settees placed opposite give the par- 
ents a splendid view of the proceed- 
ings. The chairs themselves fulfill a 
small child’s fondest dreams, for they 
are built of all the animals of the zoo, 
spotted and striped realistically and 
painted in natural colorings. Thus one 
may choose to be fitted from within the 
snug embrace of a brown bear, a giraffe, 
an elephant, etc. Behind the row of 
seats is a menagerie background with 
painted cages from which peer wild ani- 
mals. The whole has a circus awning 
top. 

The balcony well is a huge oval com- 
pleted by handsome metal railing of 
black and silvered effect. Chandeliers 
and sidelights are of modernistic de- 
si finished in ground glass effects 
with concealed lights. 

The Downstairs Store is very com- 
plete and spacious and might well be 
considered a complete family shoe store 
of high quality. 

The personnel of Turrell’s which 
comprises sixty-three employees is in- 
teresting for the fact that twenty of 
these employees have been in its service 
for a period of twenty years, an un- 
usually small turnover over a long pe- 
riod of years. Among the executives, 
in addition to the Turrell Brothers are: 
ey R. Raymond, credit manager; 
O. E. Thorpe, manager, Downstairs 
Store; J. W. Lawrence, floor manager; 
Miss Nettie Hager, chief accountant; 
Charles L. Deming, general manager. 
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Specializes in 
Small Women’s 
Sizes in Shoes 


SEATTLE, WASH.—MacDougall-South- 
wick, a leading department store of Se- 
attle, has built up an excellent business 
of very substantial volume through ca- 
tering particularly to the shoe and ho- 
siery needs of the small woman. This 
was done through a systematic cam- 
paign which involved newspaper ad- 
vertising and direct mail. 

A simple announcement was issued to 
the effect that from time to time the 
store was able to make very advantage- 
ous purchases of shoes and hose for the 
woman who wears small sizes, 4B-44%%2B 
in shoes and 8-8% in hose, which it 
could offer for about half the regular 
prices. A coupon was printed with the 
necessary information listed, awaiting 
checking of the proper size, the cus- 
tomer’s name and address and the sub- 
sequent clipping and return to the 
store. 

A large number of answers were re- 
ceived by interested women. The adver- 
tisement was repeated in Shopping 
News, with still greater results. Lists 
were checked against each other. A di- 
rect mail piece was then sent out, in 
monthly statements and to several se- 
lected lists, such as business women, 
housewives, teachers and nurses, etc. 
These were of post card size on yellow- 
tinted stock and carried similar copy. 
Returns were highly satisfactory. All 
returns were carefully checked against 
one another and a master list compiled. 

The keynote which held the greatest. 
appeal was the promise to give these 
customers preference through private 
announcement several days in advance 
of public sale announcements. This 
promised more or less exclusive oppor- 
tunity and a special privilege and was 
valued accordingly. 

Just as soon as the list was in work- 
ing shape, an attractive card 4% x 8 
inches, on attractively tinted stock, was. 
mailed out. This announced the first 
private sale of small-sized shoes in a 
three-day selling to the preferred cus- 
tomer list. The sale was an instant suc- 
cess and, indeed, stocks were so de- 
pleted at the end of the third day that 
advance orders for announcement of the: 
public sale were killed. The same was 
true of a hosiery sale of this nature 
which followed in about one month. 

Both items have been repeated at in- 
tervals and the response is still splen- 
did. Great care is taken to provide un- 
questionable quality merchandise and 
supreme values. 


Attended Washington 
Conference : 


BALTIMORE, Mp.—J. V. Lobell, presi- 
dent of The Cavalier Corporation, Key 
Highway and Jackson Street, Balti- 
more, Md., shoe polish and allied line 
manufacturers, was one of the indus- 
trial leaders of the Monumental city 
who formed the “Four Hundred” of 
American business, which gathered at 
Washington, D. C., to discuss economic 
conditions of the country and to lay the 
groundwork for a national business sur- 
vey. The call for this meeting was 





sponsored by President Hoover. 
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Curve and Color Suit Silhouette 


Purple, Burgundy, Blue, Green and Brown Among the Shades 
Featured for Holidays in Boston Shops 


Boston.—At Filene’s, pumps of 
curve and color, jewels in the heels and 
ornaments on the throat, loom up. They 
fit the new silhouette. They go with 
the new long skirts. They are correct 
for wear to Christmas parties; also 
for Christmas gifts. Emphasis _ is 
placed on the curves of the last, also of 
the patterns, of these new pumps. The 
new feminine figure reveals curves, is 
Venus-like, according to the stylists. 
And shoes correspond. Colors are pur- 
ple, burgundy, blue, green and brown, 
in suéde and kid, black satin and black 
patent; also, brocade and white satin to 
be dyed. Heels are Spanish, of Louis 
pattern, quite high, for the latest de- 
cree is that the new fashion of length- 
ened skirts requires taller heels. And 
they look taller still when they are 
studded with jewels. Some heels are 
studded with as many as 144 rhine- 
stones to the pair. 

At Jordans, they are striving to dress 
up the male of the species, all the way 
from proper shoes to proper top pieces. 
So they have oxfords, and some pumps, 
of patent leather, to be worn with 
“swallow tail” coats, of the full dress 
fashion, and like types of shoes of dull 
calf to be worn with “tux” or informal 
dress or club style dress. Emphasis is 
put on the lightness and flexibility of 
the soles, which makes the shoes easy 
on the feet, even after miles on the 
dance room floor. Uppers, too, are sup- 
ple, of light weight, and of a construc- 
tion that will hold up under the stress 
and strain of service, without assuming 
a tired and jaded expression. Thereisa 
certain dignity to formal dress, and the 








Sales Larger in St. Louis 


St. Louts—The Eighth District Fed- 
eral Reserve report on business condi- 
tions had the following to say regard- 
ing the shoe industry: 

“October sales of the five reporting 
interests were 8.6 per cent larger than 
for the corresponding month in 1928 
and 15 per cent below the September 
total this year. Stocks on Nov. 1 were 
15.5 per cent smaller than on Oct. 1 
and 23.8 per cent less than on Nov. 1, 
1928. 

“Demand for heavy winter footwear, 
particularly men’s and children’s lines, 
was reported in considerable volume. 
Retail stocks are, for the most part, of 
moderate size, but the movement of sea- 
sonable goods through retail channels 
was retarded by the warm weather in 
October and the first half of Novem- 
ber. There was no change in prices 
as compared with the preceding thirty 
days. Factory operations were slightly 
reduced, but were still above the aver- 
age for the corresponding period dur- 
in» the past half decade.” 

Reports along Washington Avenue 
indicate a slight slackening in ship- 
ments, which is seasonal in character. 
Novelty shoes, however, have shown a 
sudden halt, according to reports from 
the style managers. 

Future orders for staple merchandise 
are being reported in good volume. 
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shoemakers, as well as the tailors and 
the haberdashers, are striving to re- 
store it from the wreck that it suffered 
during the recent easy-going spell. 





John Spalo to Manage 
“Baskin”? Stores 


CHIcAGo — John 
Spalo, for the past 
twenty years. in 
charge of shoe in- 
terests for the 
“The Hub,” Chi- 
cago, has resigned 
his connection with 
the “Lytton” 
stores to as- 
sume the general 
management, __in- 
cluding merchan- 
dising responsibili- 

John Spalo ties of the five 

“Baskin” stores of 

Chicago, which constitute the leading 

retail outlets in that city for Hart, 
Schaffner and Marx clothing. 

In his score of years with the “Hub,” 
prior to its absorption in the Fashion 
Park chain of men’s stores, Mr. Spalo 
extended the shoe departments very 
substantially embracing the establish- 
ment of men’s shoe sections in the 
Hubs new stores in Gary, Oak Park 
and Evanston. Until last spring Mr. 
Spalo also managed the merchandising 
of other departments in the Lytton re- 
tail establishments. 








Sunshine Fashions for 
Southern Wear 


Miami, Fla. (UTPS) — Bur- 
dine’s, the largest devartment 
store in Miami, Fla., has inaugu- 
rated what is one of the most 
daring innovations in advertis- 
ing that has ever been under- 
taken by a retail store. This 
store features Sunshine Fash- 
ions, a smart type of apparel for 
resort wear. 

Sunshine Fashions cover every 
article of clothing and were all 
designed especially for this store 
by artists who know the needs of 
southern Florida. Shoes have 
been created to line up with the 
other items of Sunshine Fash- 
ions. And the plan proposed by 
C. Gordon Anderson, publicity di- 
rector for Burdine’s, was to ac- 
quaint the buying public through 
a campaign of national advertis- 
ing. Accordingly copy was pre- 
pared by him for fifteen full- 
page advertisements, which will 
be run in such high-class papers 
as Harper’s Bazaar, Vanity Fair, 
Vogue, Spur and New Yorker. 

This is probably the first time 
such a large undertaking as na- 
tional advertising has been as- 
sumed by a department store lo- 
cated so far from New York as 
is Miami. 
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WHERE TO BUY 


Dancing Taps 
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CLOG DANCING TAPS 








Los Angcles 
1162 Se Hil St. 
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WHERE TO BUY 
Children’s Shoes 
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Baby Shoes! 
Soft Soles and 
Moccasins 
$4.80 to $9.00 doz. 
All colors—all styles! 
Send for Samples!! 


BOSTON BABY 
SHOE CO. 
No. 1014-1016 Harrison 
Ave., Boston 











Approved by Medical Men 


4s «a fully ventilated a 
shoe the Burkley Ven- 
tilated Foot Developer 
is unexcelled. Well 
known surgeons rerom- 
mend tts use. 

Burkley Shoe Co. , 
1166 Ne. Main St 

Brockton, Mass. 













IDEAL BABY SHOE CO. 


MRS. A. L. DAY 


387 Fourth Avenue 
New York 
ie 323 W. Jackson Blvd. 
Chicago 
1307 Washington Ave. 
St. Louis 
49 Fourth St. 
San Francisco, Cal. 


Factory, Danvers, Mass. 
Send for Catalog 
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WHERE TO BUY 


Puttees 











RAPID TURNOVER 
UNUSUAL PROFITS 
on a 
Small Investment 
with 
Williams 
Nationally Advertised 
Leather Puttees 


Always IN STOCK. 
Men's and Boys’. 
Various Styles. 


Write for our proposition. 


Mandlocturind Co. 
MPORTeMOUTs One 




















WHERE TO BUY 
Spats 





DUNHILL SPATS 
TOPS THEM ALL 

IN STOCK NOW 

Hio.s0 to $36.00 per dozen 
Samples on Request 

STAR FOOTWEAR MFG. 

Howard i 




















IN STOCK FOR 
IMMEDIATE 
DELIVERY 


The complete 
STANDARD SPAT 
line to retail from 
$1.50 to $5.00. 


Send for price list 
S. Rauh & Co 


650 Sixth Ave. 
New York 





SPARTON 


BEFORE AFTER 
Rub the spot or stain with a damp cloth 
and presto!—a fresh spat. 
Twice as easy to sell as ordinary spats. 


CHAS. F. CLARK, Inc. 
1403-1409 W. Congress St., CHICAGO 





Manolis Spats 


to the 
stores. Prices $10.50 
$30.00 doz. pairs. 
Manolis Mfg. Co. 
4248 


No. Crawford 
Chicago, til. 











ON APPROVAL 
WE CARRY STOCK FOR YOU! 


PRICES: 











Shoes Paramount in Paris 


[CONTINUED FROM PAGE 37] 


the vamps trimmed with curved bands 
of patent, demi-oxford or pump form. 


An envelope bag of antelope, patent | 


trimmed, is made to wear with these 


models. Engel is also making two | 
shades of beige kid on the same lines | 


as the black combination, bottle green 
kid and black patent, as well as the 
Burgundy red, and gray antelope with 
gray lizard or kid. 

Marouf is still making pumps for 
evening, which he claims are not so 
smart as the new open sandals, new, 
or a revival of the old ones. These 
are made of their new silk and metal 
hand-woven tissue, crépe de Chine or 
moiré. And no matter of what ma- 
terial or color, silver or gold kid is 
always used as trimming;, bands, bind- 
ings and insets. Even the classic 
pumps have little points appliquéd on 
the vamps and heels or narrow bands 
running across or up the vamps and 
the same idea repeated on the heels. 

For day wear the smartest thing in 
black, so Marouf insists, is black ante- 
lope combined with black patent. While 
much worn, black lizard as trimming 
or for the entire shoe is not considered 
smart by this house. Beige and gray 
antelope kid trimmed is having great 
vogue here, as well as two tones of 
beige kid, and gray kid, gray lizard 
trimmed. The day models are demi- 
oxfords and one straps, a few pumps. 
One straps cut low at the shank are 
the newest thing and will be the lead- 
ing model for spring. Gray is going 
well, and it is believed that it will be 
far smarter than beige for spring. 

Cecil (of the Boulevards) is showing 
an evening sandal with well cut quar- 
ters and full Louis heels, ankle straps 
and vampless. Just when and where 
this model is to be worn I cannot find 
out, but I imagine it is intended for 
wear at home. Oh, yes, there is a strap 
across the. foot where the vamp throat 
or shank should be, and the shoes, if 
shoes they are, are made of gold kid 
bordered with some bright color. The 
day shoes are antelope pumps in every 
known color, bound matching kid, kid 
heels and a four part bow of antelope, 
kid bound. The walking or sports shoes 
are usually of lizard or crocodile and 
antelope, a shade darker than the rep- 
tile, low leather or Cuban heels. 

Sandalari: Indian brocades combined 
with crépe de Chine, satin or mor- 
racain, gold or silver kid trimmed are 
the best offered by this American bot- 
tier for smart evening wear. These 
brocades are all antique, and as they 
come from harem trousers and coats, 
each gives only the required amount 
for one pair of shoes; therefore, there 
are no duplicates in the collection. The 
model is, of course, repeated, but the 
material is not. The illustration, model 
“SIVA,” is of Indiana brocade in green 
gold and silver, combined with green 
crépe de Chine, bordered gold and sil- 
ver kid. This is the model Miss Ben- 
dalari was wearing at the evening 
showing of her mid-season models, with 
a black lace frock. The heels of this 
evening sandal, like all the others for 
evening, are trimmed to recall the vamp 
trimming. Sandalari sports shoes are 
made in various combinations of kid 
and antelope in contrasting colors, or 
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| two tones of the same color; while the 
| latest idea to be launched (see illus- 
tration) “Big Chief” is of linen crash, 
toe tip running to vamp-throat and 
throat border, saddle strap and heels 
of yellow kid, hand sewed to the crash 
| in black; black buckle on strap. This 
model has been repeated in many color 
combinations for Palm Beach. 

Julienne: While still showing the sil- 
ver kid and crépe de Chine open oxford 
of the early autumn, Mme. Julienne has 
a new collection of green evening shoes 
to be worn with all black frocks or 
those newer ones of green chiffon, vel- 
vet or tulle. The illustration is of bot- 
tle green crépe de Chine vamp and 
quarters, throat and heels of a con- 
trasting lighter green bound silver kid; 
inside as well as outside shanks are 
open; the buckle fastening the throat 
band on the outside shank is a flower 
of rhinestones; the heels have a tiny 
line of silver. Green kid satiné 
trimmed silver, a very wide open san- 
dal, green moiré vamps have darker 
green crépe de Chine quarters passing 
over shanks and forming the vamp- 
throat, overlapping at center in two 
small points; gold kid outlines the 
seams, binds the throat and borders the 
heels. This same model is made in 
beige and brown. There are other com- 
binations of greens, all along the pump 
or sandal models. 

One sees more certainly each day 
that the mode of matching shoes is pass- 
ing, not that there is a general utility 
shoe, for, while the beautiful brocades 
do not match an ensemble, they recall 
something of it and show unmistakable 
study in effect. 

Perugia: When the most daring of 
Paris bottiers launches a style, be it 
line, color or material, the style is 
usually accepted. By this we know 
that velvet will have great vogue this 
winter as material for evening shoes, 
and comparatively simple ones, for 
Perugia, and it is certainly the first 
time in some years, is showing mod- 
els in bright colored velvets, a cycla- 
men red, an orchid purple, dark jade 
green, and grass green, plain pumps 
with throat border and heels of silver, 
a silver line from heel across shank; 
in place of an instep strap there are 
five rhinestone rings linked together 
and fastened on the outside by an in- 
visible button. Silk chiffon velvet is 
used. Perugia has sports shoes in col- 
ored reptile, regulation oxfords with 
four eyelets, flat leather or cork heels. 
For city wear there are the more or 
less usual smart combinations of ante- 
lope and kid, antelope arid reptile. 

Greco: Sports or beach shoes are 
made of natural panama with ankle 
straps and low covered heels, bordered 
with kid bound kid. The heels, shank 
insets, straps and throat insets are of 
beige-rose bordered dark red kid, the 
bow fastening the strap is of dark red 
grosgrain ribbon (see _ illustration). 
This model is just out, and Signor 
Greco expects it to have great vogue 
for the South as well as the smart re- 
sorts next summer. A Paris winter 
model is a pump of black patent with 
vamp yoke of black antelope topped by 
an appliquéd motif of light brown liz- 
ard and a second motif of lizard pass- 
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ing over the yoke and motif and ending 
half way between vamp-throat and toe. 
The heels of antelope are bordered liz- 
ard. Greco also combines brown ante- 
lope with black patent; brown vamps, 
black quarters, beige lizard vamp motif 
appliquéd. 

The salient note in the present mode 
is undoubtedly the combination of two 
leathers of the same color with a sug- 
gestion of trimming in a contrasting 
color. Certainly shoes, except for 
sports wear, entirely of any one mate- 
rial, are not smart. Any original way 
of combining two materials is quite 
proper, and even three are used, but 
no matter how beautiful the brocade 
may be, a plain pump or sandal of it 
could not be considered smart. 

Hellstern is searching all kinds of 
embroidered and brocaded materials of 
the Louis XIII, XIV, XV and XVI for 
evening shoes, which are combined with 
crepe de Chine or satin and trimmed 
with gold or silver kid. As it is diffi- 
cult to get hold of sufficient antique 
brocades, M. Hellstern is having the 
antique copied by hand, each pattern 
is unique and sufficient for one pair of 
shoes only. 

Stockings? Still light for evening, 
except with black frock and black shoes, 
when the cobweb black heels are worn. 
For day all shades of gray and rather 
a dark beige. American stockings are 
selling well in Paris, and the black 
pointed heels are now being copied by 
the French manufacturers, but only 
in the cheaper grade of silk. I saw 
a collection of winter stockings yester- 
day, and I found that the evening stock- 
ings were a coral pink or oyster white, 
while those for day were beige-brown 
and gunmetal, very thin. 

The gauntlet gloves are longer and 
wider, and less trimmed than for the 
past couple of years. 


New Shoe Form Patents 


AUBURN, N. Y.—A number of patents 
have been recently issued to W. J. De- 
Witt, president of the Shoe Form Com- 
pany. 

On Oct. 29 two patents were granted: 
No. 1733949, covering a new shoe form 
having built into it a device adjustable 
to take up any slight variations in shoe 
making, insuring a perfect fit, and No. 
1733185, covering a new idea for heels 
for footwear. On Nov. 26 a third pat- 
ent was granted, No. 1736780, for a 
new expandable shoe form equipped 
with a fitting to hold the form securely 
in place when inserted in the shoe. 

These two recent additions to the 
Fairy Form list make a total of four- 
teen, exclusive of foreign, allowed to 
the Shoe Form Company since 1925, 
when the company was organized, cov- 
ering Fairy Forms for forming shoes 
and Fairy Forms for displaying ho- 
siery. A number of other patents are 
pending at this time. 


Acquires Interest in Box 
Toe Concern 


_ Boston—The Beckwith Manufactur- 
ing Company of Boston, Mass., has ac- 
quired an interest in the Arden Box 
Toe Company of Watertown, Mass., 
and on Jan. 1 will become sole distrib- 
utors of their products. 
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Adopt Profit Sharing Plan 


NASHVILLE, TENN.—In order that the 
employees of the Jarman Shoe Com- 
pany may share in the profits of its 
business and in order to encourage 
them to save, the company has decided 
to contribute annually a certain part of 
its net earnings for the benefit of the 
employees who are eligible to accept 
this proposition and who become par- 
ticipants in the plan. 

Employees who have been with the 
company continuously for not less than 
one year are eligible for participation 
in this fund. An employee, in order to 
participate, must deposit in the fund 5 
per cent of his or her salary or wages 
and this amount will be deducted weekly 
from the employee’s wages. No em- 
ployee may deposit more than 5 per 
cent of his or her wages, and in no 
case over $125 per annum. This per- 
centage will be figured on the nearest 
whole dollars included in the wages. 
The company will contribute an amount 
equal to 10 per cent of the net earn- 
ings of the company, and this contribu- 
tion will be made up as soon as possible 
at the end of the fiscal year for the 
preceding year and from the annual 
audit giving the condition of the com- 
pany. 

A male depositor who has completed 
ten years of service or a female de- 
positor who has completed five years of 
service will be entitled after 60 days’ 
notice to withdraw all money credited 
to his or her account, including the 
company’s contribution. A male de- 
positor who has not completed ten years 
of service or a female depositor who 
has not completed five years of service 
will be entitled after 60 days’ notice 
to withdraw all money her or she has 
deposited plus interest thereon at 7 per 
cent per annum compounded annually, 
but no more, and all funds credited to 
him or her from contributions by the 
company together with accumulations 
thereon shall divert to the company. 

Special provision is made for depos- 
itors who leave on account of ill health, 
or to join the Army or Navy, or in the 
event of death of the depositor. 


Joe Morse Resigns 
from Benz Kid Co. 


Boston, Mass.—A notable career of 
forty years in the leather business 
comes to an end Dec. 31, with the 
resignation of Joe Morse from his 
triple position of credit, merchandise 
and salesmanager of the Benz Kid Co. 
of Lynn, a position which he has held 
since Jan. 1, 1911. 

Mr. Morse entered the employ of the 
old firm of Stiles and Winslow when 
a boy and with this firm had the op- 
portunity of getting a thorough educa- 
tion in all technical phases of the tan- 
ning industry. He has continued with 
the same company through its succes- 
sive changes in name to the L. M. 
Winslow Co., and, more recently, to 
its present name—the Benz Kid Co. 
For thirty-two of the forty years 
which he has spent with this company 
he has been connected with the selling 
end of the business and his travels have 
taken him into every well known shoe 
factory of the country. 

Mr. Morse’s plans for the immediate 
future include a well deserved rest, to 
be spent in play and travel. 


WHERE TO BUY 
Spats 





Church’s 
Imported Cloth Spats 


Also white linen ats for formal 
and theatrical affairs. 

LYONS & COMPANY 
122 Duane Street New York, N. Y. 














Fesrecvon 
PERFECTION 
ef ge 


CONSISTENTLY 
THE BEST 
Perfection 8 pats 
have been manu- 
factured for the 
past 40 years in 
all the prevailing 
colors: Pearl Gray, 
Fawn, Taupe, and 
Light Fawn. (Prices and samples on re- 
quest.) 


Perfection Overgaiter Co., Ine. 
* 107 College Street, Burlingten, Vt & 
RD OCR Tai 


WHERE TO BUY 


Store Fixtures 





BETTER SHOE FITTING 
SERVICE 
Saves Sales 
Makes Good Fitting Easy 
FRED TRIAL 
THE BRANNOCK DEVICE 
$21 S. Salina Street, Syracuse, N. Y. 











WHERE TO BUY 


Shoe Ornaments 


—" 


SHOE 
ORNAMENTS 


for 
MANUFACTURER 
and 
RETAILER 


THE 
REYNOLDS COMPANY 


Providence, Rhode Island 














WHERE TO BUY 
~ Children’s Slippers 
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Vaughan Bros. Expanding 


SALEM, MAss.—Vaughan Bros. are 
starting a branch factory at 96 Foster 
St., Peabody, in buildings owned by 
George C. Vaughan, the sole leather 
tanner, for the manufacture of 40 cases 
a day of welts and stitchdowns for boys 
and girls, and, also, are increasing the 
production at their main plant, 409 
Bridge St., Salem, from 75 to 100 cases 
a day of the same class of footwear. 


Daly Demands a Duty 


LYNN, Mass.—James Daly, of the 
Golden Rule factories, has written a 
letter to all New England representa- 
tives in Congress demanding action on 
a duty on shoes, and declaring that if 
such protection is not granted, then 
that part of the American shoe indus- 
try, which is devoted to the manufac- 
ture of women’s novelty shoes, will be 
threatened with a danger of sweat 
shop conditions. 


Manufacturers’ Day 
[CONTINUED FROM PAGE 50] 


Arrangements are also being made 
for an outstanding man in the chain 
store field to speak on the subject of 
the chain store and the independent re- 
tailer; and J. Franklin McElwain of 
J. F. McElwain Company, Boston, 
chairman of the Association’s Tariff 
Committee, will report on the tariff 
situation and the work that has been 
done by the Tariff committee of the 
national association. Mr. McElwain is 
generally regarded as one of the best 


informed men in, the industry on the | 


tariff; and the industry will hear from 
him as to just what the Washington 
situation is. 

The annual banquet will be held in 
the evening at the Hotel Commodore, 
program for which has not yet been 
announced; but as these usual annual 
banquets are an outstanding event in 
the industry, the dinner and speakers 
will no doubt provide a fitting climax 
and conclusion to the convention. 

Notices have been sent out by the 
National Boot and Shoe Manufacturers 
Association to members; and reserva- 
tions will be made for members of the 
association in the order received until 
Jan. 1. Tickets are fifteen dollars 
each and members who desire to enter- 
tain their customers at this dinner may 
send in reservations at this time. 
After Jan. 1, if there are remaining 
seats, others than members will be in- 
vited to the dinner; and as the ball- 
room at the Hotel Commodore is said 
to be the largest in New York, a 
greater attendance than ever before is 
anticipated. 











Accessories Selling Well 
In Pre-Holiday Season 


CINCINNATI, OH1I0—Retail Shoe Mer- 
chants are setting high figures for 
December sales and, judging from the 
amount of business done the first ten 
days of the month, they will not be 
disappointed. Business picked up 
around the middle of November and 
continued good through the month. 
December opened up with snow and 
sleet arid protective footwear had its 
day. After a full week of slush, cold 
but dry weather made its entry and 
the shoe business got its first real 
stimulant of the season. 

The demand for accessories is un- 
usually good. A pair of rhinestone 
buckles is sold with practically every 
pair of moire or satin evening slippers. 
Bags to match the slippers are being 
pushed and rhinestone and studded 
heels are selling. Dye departments have 
been very busy for several weeks and 
one store operating a department that 
usually handles all its tinting, has as 
much work on hand as can be delivered 
for Christmas and is sending work 
outside. 

Moire is the big seller for evening 
wear while satin is good and some sil- 
ver and gold kid is moving. Suede is 
considered a favorite whether the price 
is $6 or $16 and the better grade rep- 
tiles are pretty consistent sellers. Pat- 
ent, right now, is lagging a bit and 
blue kid is not getting the attention 
expected. 

The longer vamps 


some of the flappers. They have been 


wearing short vamp shoes and the | 
longer ones give the feet a different | 
Whimpers are heard but | 


appearance. 
they buy them just the same. 





St. Louis to Entertain 
with Boxing Bouts 


St. Louis.—The St. Louis Shoe 
Manufacturers and Wholesalers 
Association will entertain all 
guests present with a boxing 
show at the N.S.R.A. convention 
held in St. Louis, January 6 to 9. 
The time selected for the event 
will be Monday evening, January 
6. The bouts will start about 11 
o’clock, immediately following 
the style show. 

The scrap will be held at the 
Coliseum, which has a seating 
capacity of 10,000 people. Six 
bouts will be on the program, the 
wind-up being a ten-round fra- 
cas. 

The best talent for the fisti- 
cuffs is being secured. All bouts 
will be held under the supervision 
of the Missouri Boxing Commis- 
sion, who are invested with the 
authority of withholding the 
purses if the fighters stall and 
refuse to fight. 

Every registered delegate will 
receive a ticket of admission 
with his convention credentials. 
However, anyone present will be 
able to attend as the guest of 
the St. Louis Shoe Manufactur- 
ers Association and only: has to 
contact one of its members. 











are worrying | 


Alfred A. Kohn Heads 
Merchants’ Council 


New YorkK—At the annual meeting 
of the Shoe Merchants Council, Inc., 
of Greater New York, Alfred A. Kohn 
was unanimously re-elected president 
for the ensuing year. The council re- 
ported a very healthy financial condi- 
tion. Reports from various sections of 
the greater city show slight effects of 
the recent: financial condition. 

Mr. Green, secretary of the associa- 
tion, has headquarters at 138 Wes: 
34th Street. 


Basketball League Formed 


HAVERHILL, MaAss.—The local shoe 
plants have undertaken a recreationa| 
program for their employes and th: 
first major step has been the organiza 
tion of a Basketball Shop League. Th 
firms entering teams into competitio: 
are—the Clinton Shoe Co., Milche: 
Shoe Co., Rickard Shoe Co., Slippe: 
City Shoe Co., Kimel Shoe Co., Bow 
doin Shoe Co., Ornsteen Shoe Co.. 
Haverhill Shoe Novelty Co., Conr; 
Leather Co., and the National Shoe Co 
The teams will play under professiona 
rules, two games to be played eac! 
Tuesday and Thursday evening 
throughout the winter. The eligibility 
rules provide that the players must bx 
employed in the respective shops at thx 
opening of the league season. 





“Brass Tacks”? Convention 
Sessions 
[CONTINUED FROM PAGE 61] 


The distinct types of footwear to b« 
shown in the three promenades will be 
sport and street, afternoon and eve- 
ning. The stage will be changed to 
| harmonize with each presentation, 
| starting with the bathing hour for 
sport, tea time, for afternoon and eve- 
ning with a dance, soft music and the 
magic spell of a Florida moon. 

Sixty manikins will present the foot- 
wear of leading manufacturers. The 
models have been undergoing weeks of 
| training by Major Levy, preceptor of 
the mannikins, who has produced many 
style shows. The girls are the very 
essence of poise and charm, and have 
been drilled in the grace of displaying 
each shoe from all angles and positions. 
Preceding each model will be a dainty 
page who will announce the manufac- 
turer of the shoe being displayed. The 
manikins will be costumed in the very 
latest spring fashions. This will afford 
merchants the opportunity of studying 
the garment trend as well as the foot- 
wear that will complete the ensemble. 

A group. of dancers will adorn the 
runway and intersperse the style prom- 
enades with daring and delightful 
dance -numbers. Their rollicking 
rhythm will arouse great interest and 
applause from the 2100 delegates seated 
in the Gold Room of the Hotel Jeffer- 
son. 

Other entertainment will be pro- 
vided. Stage and radio stars of na- 
tional prominence will furnish further 
amusement during the period when the 
models are changing their costumes. 

Hundreds of manufacturers will dis- 
play their new spring line in one of the 
four leading hotels. Most of the dis- 
plays are located in the Hotels Jeffer- 
son, Statler, Lennox and Mayfair. 
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A new idea 
in backgrounds 


The 
FLEXO SCREEN 


This flexible screen may 
be arranged as a_back- 
ground for each unit dis- 
play. 

Made in Maple and Wal- 
nut and other combina- 
tions. 


KLEE DISPLAY 
FIXTURE CO., Inc. 


Manufacturers 


176 Atlantic Avenue 
Rochester, N. Y. 











WE CAN STILL RUSH 
YOU AN ORDER OF 
GREELEY BOUDOIRS 


Christmas is near—but there is 
still time to order Greeley 
Boudoirs from our In Stock de- 
_ partment. Better wire your 
jobber. If he is cleaned 
IN out—wire us. 


STOCK 


36 Pair Cases 


A. W. GREELEY 


12 Duncan St. - - Haverhill, Mass. Be 











The highest-priced room at New 
York's new Hotel Lincoln is $7 for a 
large room with twin beds, tub bath 
and shower. A room, with shower, 
for one $3. 1400 rooms and baths, 
$3 to $5 for one, $4 to $7 for two. 


seers oo ~~» NEW YORK'S NEW HOTEL 


LINCOLN 


Eighth Avenue, 44th, 45th Streets, Times Square 


Hotel Claridge 


BROADWAY AT 44th STREET 
NEW YORK CITY 





Catering to the 


SHOE and LEATHER 
INDUSTRY 





Largest and Most Comfortable Sample Rooms 
in New York 


Moderate Rates. Under New Management 
Wire Reservations at Our Expense 





Boot AND SHOE RECORDER " 
combining THe SHOE RETAILER, Dec. 21, 1929 75 





5) 


hyaxh/a\lYa\tYa\tYext/a\ti 


<SUNBEAM)- 


FZ AR 


LER 


— 


tt 


aX 


Yay @\ 7a. 


a\tyaNt 


Rochester’s 
Tip Top Line 
IN STOCK 
“Smoothsteps 


and 
“Stitchsteps” 


” 


TRY US 
WHEN IN A 
, RUSH! 
Style No. 369—Patent Leather or anytime 


Blucher Stitchstep, Champagne 
Kid lace trim. Heel. 2% to = Catalogue? 
i $1. 


a Ya\ta\tia\iva\tva\iye 


Maize Shoe Co., Rochester, N. Y. 








ALESMEN—Do you want a line that sells fast because of 


its beauty and real goodness? Then write us! 

















(NSUBED— 


=o! SHOES —— 


me i IN STOCK 


quarter, AA TOE 


pew — 
ard. inlay, ONE OF 25 
no’ ’np © MADE IN PHILADELPHIA 


‘4° ? BY MASTER CRAFTSMEN 





C. S. GIBBON CO. 





50-54 No. 4th St. Phil., Pa. 





THIS MAY BE 
YOUR OPPORTURITY 














SALESMEN WANTED 


SALESMEN WANTED 


SALESMEN WANTED 














SOTA. 





WANTED 


Experienced salesmen to sell on commission line of Women’s Special Process 
Stylish Arch Support Footwear made to retail at $4.00 and $5.00. 
patterns carried by Stock Department. 
WISCONIN, NEBRASKA, OREGON, ILLINOIS (not Chicago), 
THE TILL SHOE COMPANY, OWEGO, 


Thirty 
TENNESSEE, 
MINNE- 
NEW YORK 


Territories open: 








WANTED—RESIDENT SALESMEN 


For following territories: 


La.; Dallas, Texas and Entire West Coast. 
We have strong line stitchdowns at low prices to the volume trade. 


buyers. 


Detroit, Mich.; Chicago, IIl.; 


Atlanta, Ga.; New Orleans, 
Must have following with volume 


MILRUE SHOE MFG. CO., INC., 225 Cook Street, Brooklyn, N. Y. 


WANTED to carry side line 


ALESMEN 
Thirty numbers 


Infants’ Turns and Welts. 
in stock. 10% commission. Long established 
and financially responsible house. Will consider 
only men with established trade selling estab- 
lished line. Address B-479, care Boot and Shoe 
ye, 239 West 39th Street, New York, 





ALESMEN with established trade to sell a 

snappy line of popular priced in stock school 
shoes for Central Pennsylvania, Delaware, 
Maryland, Virginia, and New Jersey. Apply 
by letter. PAYES SHOE COMPANY, 27 N. 
Fourth St., Philadelphia, Pa. 





W ANTED— Side line salesmen to carry Hawkes 
soft soles, cushion soles, and “Self-Start- 
ers.” ‘“‘Self-Starters” are a recognized run of 
shoes, completely filling the gap between soft 
soles and the heavier shoes. Cash in on this 
popular creeping and first walking shoe. 10% 
commission. Fifty samples, packed compactly, 
and easy to carry. The Hawkes side line is 
paying the traveling expenses of a number ~d 
saaresaive shoe represgntatives, and we hav 
for a few more. C. H. HAWKES ‘k 
SON, INC., Rochester, N. Y. 


SALES. AN WANTED to sell a hi grade 
line of Women’s McKay Novelty Bice to 
be retailed at $5 to $7, to Chain and Depart- 
ment Stores and large retailers, on the Pacific 
Coast. Address B-532, care Boot and Shoe 
Recorder, 239 West 39th Street, New York, 





SALESMAN wanted to carry a well known 
popular line of stitchdown shoes and sandals 
on the Pacific Coast. He must be a person with 
good following and one who can produce on 
salary and commission. Only those highly rec- 
ommended need apply. State full qualitications. 
Address B-507, care Boot and Shoe Recorder, 
239 West 39th Street, New York, N. Y. 





ALESMAN WANTED—To sell outstanding 
line of Women’s Novelties that are highly 
ov and priced low to retail at $2.95 and 
$3.9 Commission basis. Experienced shoe 
= "preferred. State references. Territory 
now open: Texas, Oklahoma, Illinois, Arkansas, 
Alabama. ST. LOUIS NOVELTY SHOE 
CO., 1328 Washington Ave., St. Louis, Mo. 


ALESMAN WANTED for Missouri, Iowa, 

Wisconsin, Oklahoma, Arkansas, Tennnesee 
and Kentucky, to carry as a side line popular 
priced Ladies’ Novelties in stock. + Strictly 
commission basis. Big opportunity for right 
man. Must have references in first letter. 
MAN-GOLD SHOE CO., 1418 Washington 
Avenue, St. Louis, Mo. 


ALESMEN—Large New York manufacturer 

of popular priced line Ladies’, Men’s and 
Children’s Soft Sole Boudoir Slippers desire 
representation for 1930 in Eastern Pennsylvania, 
New York State and New Jersey. Commission 
basis. Full particulars in your first letter. 
Address VINCENT HORWITZ COMPANY, 
INC., 64-76 West 23rd Street, New York, N. Y. 








Copy must be received at the Boot 
St., New York, 


that advertisements ublished 
will be put over to the ts 2 


ty yy WANTED 
per word. Minimum Charge 75c. 
use W. 


ANTED 
4c per word. Minimum Charge 75c. 


ALL OTHERS 
7c per word. Minimum Charge $1.28 
Aly, DISPLAY SPACE 
dollars per inch. Allow 45 
woole te an tk 





Classified and Opportunities Department 
RATES AND OTHER INFORMATION 


N. 50s See Se oo So oe 
same week. 
ollowing week’s issue. 


and Shoe Recorder, 239 West 39th 
biication in in order 
insertion 


When advertisers desire answers to 
come in our care twelve words must 
be allowed for address. en adver- 
tisers desire replies forwarded 

to their address each word of their 
address must be counted in the adver- 
tisement and paid for accordingly. 
Payment in advance is ex- 
cept en regular adv as 
amounts are too small to open accounts 








Wanted 
Experienced Salesman 
to Sell on Commission the Best 
UNION MADE UNLINED 
WORK SHOES on the Market. 
Made in Goodyear Welt, Stitch- 
downs and Nailed Bottom. Ter- 
ritories Open: Philadelphia, 
Southern New Jersey, Ohio, Vir- 
ginia, Illinois except Chicago, 

Iowa, Nebraska. 
North Lebanon Shoe Factory 
Lebanon, Pa. 








SALESMEN WANTED 


with established clientele to sell 
women’s novelty footwear carried in 
stock retailing four to six dollars. 
Territories open: Michigan, Illinois, 
Indiana, Ohio, Virginia, Maryland, 
Louisiana, North Carolina and New 
York State. State reference and exact 
territory covered in first letter. 


and Shoe 


B-536, care Boot 
Boston, 


Address 
80 Federal Street, 


Recorder, 
Mass. 











SALESMEN for North Central States—in- 
stock line of McKay novelties that retail at 
$4.00 and $5.00. Commission paid weekly— 
references required. Address B-472, care Boot 
and Shoe seeqeeer, 239 West 39th Street, 
New York, 





SAL ESMAN to carry as side line our well 
known iine of high grade stitchdown shoes 
for children in the States of Oregon, Washing- 
ton and Montana; also Western New York. 
Give references in your first letter. Helmholz 
Shoe Mfg. Co., Milwaukee, Wis. 





WANTED—Agatessive , salesmen for fast sell- 
ing side line infants’ and children’s shoes, 
10 per cent commission basis; prompt settle- 
ments. Rochester’s finest line epenetiney 
priced. Following States open: Arkansis, Ilili- 
nois, Indiana, Kansas, Ohio, Michi an, Wis- 
consin, Texas, Delaware, “Maryland, New Eng- 
land. Give experience, present conngction and 
all facts confidentially in first letter. Tootsies, 
Inc., 9 Haidt Place, Rochester, N. Y 





ALESMEN WANTED—To sell as side line 

Carpenter’s well known infants’ shoes, con- 
sisting of cushion soles, the ideal | shoe for the 
babe-in-arms—and ‘“‘Self-Starters,” the perfect 
creeping and intermediate first walking shoe. 
The shoe buyer will be glad to see you if you 
show this line that so completely takes care of 
the infants in every community, up to the time 
the child is ready for the larger and heavier 
footwear. Commission 10%. Here is the line 
that will take care of your hotel and gasoline 
bills. Only go-getters need apply, as we boast 
of one of. the ae grade side line sales 
organizations in the shoe field. Good territory 
open. i CARPENTER SHOE CO., Roches- 


ter, N. 
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SALESMEN WANTED 


BUSINESS OPPORTUNITY 


BUSINESS OPPORTUNITY 





NEM LINE READY JANUARY _Ist— 
Salesmen to sell one of the strongest lines 
of women’s novelty footwear in the country, to 
retail from $4.00 to $6.00, carried in stock in 
widths. Choice territories consisting of Central, 
Western and Southern States open. Liberal 
commission arrangement with weekly remit- 
tances against orders. Submit qualifications and 
references. No objection to another non-conflict- 
ing line. Replies treated confidentially. Ad- 
dress B-533, care Boot and Shoe Recorder, 189 
West Madison Street, Chicago, Illinois. 





LINE WANTED 








shoe man. 


factory cooperation. 


BUSINESS OPPORTUNITY 


can be bought reasonable by experienced 
One who has about $5,000.00 to invest, and can handle the exclusive 
agency of one of the best known, nationally advertised shoes in America. Real 


Shoe store in prosperous Michigan town, 


Address B-500, care Boot and Shoe Recorder, 239 West 39th St., New York, N. Y. 

















FOR RENT 


FOR RENT 








W ANTED—Women’s novelty line to retail 
$2.98 for North Carolina and South Caro- 
lina on straight commission. Have established 
business with volume buyers. Address B-515, 
care Boot and Shoe Recorder, 239 West 39th 
Street, New York, N. Y. 





WANTED for New England—Manufacturers’ 
line of boys’ and men’s welts. Young man. 
Ten years’ experience, sells good retail accounts. 
Owns car; can finance himself. Address B-526 
care Boot and Shoe Recorder, 239 West 39th 
Street, New York, N. Y. 





LS ‘YE WANTED for all of Mississippi and 
part of Louisiana. I want a line of cheap 
and popular priced women’s novelties. I am 
a thoroughly experienced salesman, and _ will 
only consider working on a strictly commission 
basis. Address B-527, care Boot and Shoe 
seeder. 239 West 39th Street, New York, 





ANUFACTURER’S line of women’s shoes 
for Iowa or Southern Minnesota. Well 
acquainted in these territories. References 
iven. Address B-521, care Boot and Shoe 


sregen. 239 West 39th Street, New York, 





EW YORK sales organization is open to 

take on a reputable line of infants’ or 
children’s shoes and slippers for selling in 
New York and vicinity. Address B-530, care 
Boot and ates © Recorder, 239 West 39th Street, 
New York, . 





FOR SALE 


OR SALE—Beautifully equipped shoe repair 

shop in city near Worcester, Mass. ood 
opportunity to add shoes, sale of which would 
be all velvet. Address B-499, care Boot and 
ee ry 239 West 39th Street, New 
ork, N. 








FAMILY Shoe Store for Sale, well located in 
Massachusetts. Rent reasonable. With or 
without stock or fixtures sold separately if 
wanted. Address B-529, care Boot and Shoe 
a aaa 239 West 39th Street, New York, 


OR SALE—Growing girls’ 10/8. 12/8 and 
13/8 heel lasts. Cheap. HELMHOLZ 
SHOE MFG. CO., Milwaukee, Wis. 


FOR SALE OR LEASE—Fully equipped shoe 

store, fifteen years in same location in 

thriving industrial town of 80.000, located on 
New York Central. Address B-524, care Boot 

ye Fe Recorder, 239 West 39th Street, New 
or 








OR SALE OR TO LET—Brick building for 

manufacturing purposes. Four floors, 5000 
square feet per floor, including heat, sprinkler 
system, and elevator. Rent low. Located at 
Central and Elm Streets. Saugus, near Lynn. 
Address ALBERT SALTER, Saugus, Mass. 





New York Office and Salesroom 
Available 


Due to the merger of the Shoe Retailer with the Boot and Shoe 
Recorder, there is available at the Marbridge Building, head- 
quarters of the New York shoe industry, a desirable suite of 
offices or display rooms especially suited for a concern selling 
the shoe trade. Complete information can be had by writing 
the Boot and Shoe Recorder, 239 W. 39th St., New York, N. Y. 














POSITION WANTED 








A Valuable Factory 
Executive 


This executive possesses a most 
unusual combination of abilities. 
As a shoe manufacturer he knows 
all the smallest details from last 
and pattern making clear through 
to finishing. As a stylist he is 
especially skilled in the fine points 
of mode and grace in women’s 
footwear. As a salesman he has 
that rare personality which makes 
friends quickly and holds them 
long. He is energetic, interested 
in the job and his honesty is un- 
questioned. Now open for a posi- 
tion because his last connection 
was not heavily enough capitalized 
to carry out its plans. The com- 
pany employing this man will add 
a most valuable member to its ex- 
ecutive staff. For further infor- 
mation. 

Address B535, care Boot and Shoe 


Recorder, 80 Federal Street, Boston, 
Mass. 








Former Owner of Chain Stores 


also former Road Salesman looking for op- 
portunity to connect either as Buyer and 
Manager for some substantial organization or 
what have you to offer as Road Salesman. 
Applicant 39 years of age, speaks, writes 
and reads 6 languages. Can furnish best of 
references 

Address 8-525, care of Boot & Shoe Re- 
corder, 189 West Madison St., Chicago, Ill. 











HOE BUYER—Fourteen years’ experience 

of volume business. Four years in present 
position where I doubled business in that time 
Can do same again, anywhere. [ree to make 
change first of year. Address B-531, care Boot 
and Shoe Recorder, 239 West 39th Street, New 
York, N. Y. 





TO LEASE 


ARMBRUSTERS, one of Columbus, Ohio’s, 
Leading. Department Stores will lease better 
ote Shoe Department. Responsible parties 
only. 
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OOKKEEPER desires position evenings to 

take care of shoe retailer’s books in New 
York City or metropolitan district. Can furn 
ish excellent references. Address B-522, care 
Boot and Shoe Recorder, 239 West 39th Street, 
New York, : 2 
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POSITION WANTED 





ELL known New York representative desires 
connection; assist buying, styling: or sell- 
ing Address B-523, care Boot and Shoe Re 
corder, 239 West 39th Street, New York, N. Y. 


HOE BUYER desires change. Eleven years’ 

experience department store buying, basement 
and popular price merchandise. Address B-528, 
care Boot and Shoe Recorder, 239 West 39th 
Street, New York, N. Y. 


HOE BUYER available January Ist. Age 

thirty-three, twelve years’ experience in buy- 
ing and merchandising for exclusive shoe stores 
and departments Rarneriy District Super- 
visor operating eight shoe stores in Middle 
West. Unquestionable record, finest references. 
Address B-502, care Boot and Shoe Recorder, 
239 West 39th Street, New York, N. Y. 


CHAIN STORE EXECUTIV E AVAIL- 

LE—A man of wide experience in shoe 
pel. 8 has supervised the management 
and merchandising of about 25 stores from 
Coast to Coast. Seeks a similar connection 
where the opportunity for future advancement 
is possible. or 11 years buyer for one of the 
biggest retail stores in the United States, in 
the Loop district. Knows the retail shoe busi- 
ness from all angles, also market conditions. 
He is a detail shoeman with full knowledge and 
experience in systematizing stores. control of 
stocks, turnover and other essentials of success- 
ful merchandising. Can supply best of refer- 
ences as to ability, honesty and character. A 
personal interview is requested. Address B-490, 
care Boot and Shoe Recorder, 239 West 39th 
Street, New York, N. Y. 





UYER—Manager or assistant wishes to make 

connection with good reliable firm. Young 
man (30) a progressive, capable buyer and 
merchandiser, thoroughly versed on modern re- 
tailing methods, ten years of successful experi- 
ence. Excellent references. Now employed but 
wish to make change. Address B-508, care 
Boot and Shoe Recorder, 239 West 39th Street, 
New York, N. Y. 





HELP WANTED 





LARGE and successful shoe manufacturer 

has opening for experienced executive as 
Comptroller. Proven skill as accountant, keen- 
ness in following accounts and budget controls, 
as wel! as ability to organize and get along 
well with others are esse ntial. State qualifica- 
tions full in your application. Address B-534, 
care Boot and Shoe _ Recorder, 239 West 39th 
Street. New York, Y 











HELP WANTED BUSINESS OPPORTUNITY MERCHANTS’ NEEDS 








YOU CAN HAVE A BUSINESS PRO- 
WANTED FESSION OF YOUR OWN and earn big 
pegtne in te Sees. 4 — of 

oot correction; readily learne y any- 

WINDOW TRIMMER one at home in a few weeks. Easy terms 
a ; for training; openings everywhere with 

Must have had wide experi- all the trade you can attend to. No capi- 


. . tal required or goods to buy; no agency or 
ence trimming and merchan- soliciting. Address Stephenson Labora- 


dising exclusively shoe win- tory, 21 Back Bay, Boston, Mass. 
dows with reputable firm. TILTS AT ANY ANGLE 


Splendid opportunity with WANTED TO PURCHASE 


growing chain store organi- 

zation for the man who can $2.75 Half Gross 
qualify. If you contemplate selli your Causes & gave 100% 
Maling Bros., Inc. entire or surplus stock com- 

6256 South Halsted Street municate with us. Prompt at- M. D. POLLINGER CO. 

Chicago, Illinois tention given. ' 416 Victoria Bldg. St. Louis, Mo. 
KIRSCH-BLACHER CO., INC. 
624 Broadway New York 
Phone Spring 1448 PS - 
MERCHANTS’ NEEDS : (We aa) A Milbradt 
ewe Rolling Step Ladders 


















































Quick Cash Buyers 


Retail Shoe Stores—Stocks or Odds ane 
Ends. Unexpired leases taken ever. 
Phone of write. 


POSTER @ DEUTSCH 
436 Grand St. New York City 
Dry Deck 0363 











THY ‘weeny XV pts 8 ; 
yee WKY YY ih TO BE SURE YOU RECEIVE s Milbradt 


HIGHEST PRICES SE Manufacturing Co. 


for your retail odds and ends, entire Established 1895 








or surplus stocks, ask us for our bid. } = “| 2416 No. 10th Street 





lo (Estab. 40 years.) Cash transactions. — 

Pr Export Surplus Purchase Co., Inc. ST. LOUIS, MO. 
596 Broadway, New York, N. Y. 
Telephones Canal 6874 and Canal 6655 




















$39.50 
For Complete Set 





H-W reed and fibre furniture offers MERCHANTS’ NEEDS 


many possibilities for fine shoe store 

seating. The above chair, in a beau- 

tiful finish and upholstery, will Window Decoration awk > pata ge econ Faia 
ud ted Bases — Metal 








help to create an attractive, ap- pe } = ng 


pealing atmosphere in your store. Latest in Imported snd Domestic Roll 
Write for information and prices. quae aunt pd a 
= = . EMIL RUBLACK 
140-142 West Secatuer THE HECHT FIXTURE CO. 
Established 1903 New York 
WwW YORK | 238 South Welle St. 


NEW Y 
Baltimore, a8 SHOW ROOM 
N. v4 Chicago Kansas 7 142 WEST 38th ST. CHICAGO 


Los A ~ Selif’ Now Yack” N. Y.3 
Philade phia,Pa.; ; St. Louis,Mo.; Port-, 
Oregon; Sen Feencteo, Cult 
POM?OMS AND ORNAMENTS FOR BE ED BUCKLES 
SOFT SOLE SLIPPERS With Practical, Patented Clasp 
The right merchandise at the right grice. acide : 
Samples sent on request ' 


HY-GRADE SLIPPER SUPPLY ©O. 
693 Broadway New York City 














Bg Oe nce een 








SF ST TEER 5) 
Ses 





cr 


ESTABLISHIO 1890 


| | LABELS 
I SEGAILé SONS j]| SHOE CARTONS 


933 ARCH ST. | sana A A a No. 1581—75c Per Pair 


Sample Assortment for Your Approval 


| PHILADELPHIA,PA. | 1 grepererttetrwem Cerany Scheie’ 
| | | bg oe The National Buckle Co. 
ARE BUSINESS GETTERS ig idee in Shoe Ornamentation for 


AMERICA'S CREATEST 


HOE CARTON & LABEL MFCS ; ho Retail Score 
SEND FOR CATALOG, . SS 640 BROADWAY, NEW YORK 
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MERCHANTS’ NEEDS 








THE CORRECT STANDARD 
SIZE STICK 


“VARNUM” 


(Trade Mark Reg. U. 8. Pat. Off.) 
The original and foundation size 
stick on which all shoes were first 
measured and lasted. 

MOST ACCURATE 
AND POPULAR 
SIZE STICK TODAY 


Marked with stand- 
ard American, 
French and English 
measures. Three 
styles — 1 — 2 — 3. 
Made of best qual- 
ity maple wood, 
nickel plated trim- 
mings. 

RETAIL SHOE 

STORES USE 

No. 3 


$1.50 Each 


accurate and simple measuring. 


F. W. Whitcher Co., Mfrs. 


Boston, Mass. Chicago, Ill. 











Ideal Shoe Mfg. Co. Votes 
Stock Increase 


MILWAUKEE—The Ideal Shoe Mfg. 
Co., Milwaukee, recently certified to an 
increase in its capitalization to $1,250,- 
000, of which $1,020,000 is reported 
paid in. The general offices of the or- 
ganization recently removed from the 
Wright Street location to 1099 Thirty- 
second Street, occupying space in the 
new factory building completed the past 
fall and devoted entirely to the produc- 
tion of growing girls’ footwear. The 
original plant at 525 Wright Street is 
operating on the company’s well known 
line of children’s and infants’ shoes. 


Opens Shoe and Hosiery Shop 


BALTIMORE, Mp.—W. Thorn Peters, 
trading as Peters and also as Mrs. L. 
Peters, exclusive shoe retailers, of Bal- 
timore, Md., has opened a new shoe and 
hosiery shop. under the trade name of 
Mrs. L. Peters, at 5411 Harford Road. 
At this new shop as well as at the 
original shoe shop, located at 1039 
South Charles Street, shoes for the 
family will be carried. The concern is 
making a specialty of fitting children 
with long, narrow feet. 

Peters has been identified or associ- 
ated with the retail shoe business of 
Baltimore, Md., for the past thirty-five 
years. During that long period but one 
store has been maintained, and that at 
1039 South Charles Street. In recent 
years, the store has been both enlarged, 
remodeled and completely modernized. 
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REPTILE SKINS 











REPTILE SKINS 


Lizard, Snake, Frog, Crocodile and wide 
variety reptile and fancy skins, leathers. 
Collectors, importers and manufacturers. 


Eastern & Continental Trading 
Company, Ltd., 
123, Edgeware Road, London 











MERCHANTS’ NEEDS 











Floodlights 


or 


Spotlights 
$3.95 


Complete with 5 color screens. Made 
entirely of paraluminum. The perfect 
color light for shoe window displays. 
Sent C.0.D. If check accompanies 
order we pay parcel post. 


SHOW WINDOW LIGHTING CO. 
69 WOODBINE ST., PROVIDENCE, R. I. 
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The DISTINCTIVE and 
PERMANENT MARK 


F.H.KLUGE 
WEAVING CO. 


2e-a9W 34 '°8S, NC. 
Phone WISCONSIN 8130 








Department Stores Gained 
in November 


Department store sales for 
November were one per cent 
larger than in the corresponding 
month a year ago, according to 
preliminary reports made to the 
Federal Reserve System by 522 
stores. Increases in total sales 
were reported by 241 stores and 
decreases by 281 stores. 

The change in sales varied con- 
siderably for different parts of 
the country, ranging from an in- 
crease of 7 per cent in the Kan- 
sas City Federal Reserve District 
to a decrease of 5 per cent in the 
Atlanta District. New York, 
Boston, Philadelphia and Chicago 
all showed slight decreases. 








MERCHANTS’ NEEDS 








“MANCHESTER” 


(Trade Mark Reg. U. 8. Pat. Of.) 


CURVED JAW NIPPER 
Just the Tool for That Tack 


The only nipper 
made which is just 
the right shape to cut 
eut tacks on the inside 
of shoes. 


“Manchester” 
trade Mark . oO 
+ Mt On 





oippers are made of 
high-grade tool steel, 
nickel plated, with a 
curved jaw that en- 
ables you to cut the 
tacks close to the in- 
sole. 


Be sure and specify 


“MANCHESTER” 


carved jaw when or- 
dering. 
Write us direct if 
your dealer cannet 
supply you. 

Price, $4.00 


F rank W. Whitcher Co. 


and M f 
Soup Be mame 
161 . Lake Se. 


S3HIONVW 
waHoatHM 
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Boston, Mass. 











Savannah Association 
Broadens Membership 


SAVANNAH, Ga. (UTPS)—At a 
meeting of the Savannah Shoe Asso- 
ciation the name was changed to the 
Savannah Shoe Trades Association in 
order to admit all persons identified 
with allied trades into membership. 

L. Weitz, president of L. Weitz & 
Co., was elected vice-president of the 
association, and it was decided to put 
on a golf tournament among the mem- 
bers the first of the year. The regular 
meeting date was changed to the second 
Thursday night in each month. The 
meetings are in the form of a busi- 
ness supper and are held at 8.15 
o’clock. 

Mark Silvers, the president, urged 
attendance at the annual convention of 
the Southeastern Shoe Association to 
be held in Atlanta in March. The 
local organization is affiliated with the 
Southeastern, and it is expected a large 
number will attend from Savannah. 


Exeter Plant to Expand 


Exeter, N. H.—The Exeter Shoe 
Manufacturing Co., of which Samuel 
Becker is proprietor, has made plans 
for an expansion and added employ- 
ment for early in the new year. The 
business under the Becker management 
has increased steadily and the local 
unit is one of the busiest in the Becker 
chain of plants in the southern New 
Hampshire area. 
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Next Week 


you will find 
in the 


Boot and Shoe 
‘Recorder 


NY time of change necessarily 
brings a desire on the part of 
merchants to visit with other mer- 
chants and to swap experiences. In 
this issue, the final one of the year, 
we picture the experiences of business, 
style, and merchandising practices in 
such a way as to throw the minds of 
thinking merchants into footwear and 
goods salable in shoes stores in the 
first four months of the coming year. 
We do this as a logical forerunner 
of the time when that merchant will 
go to the national convention in St. 
Louis, Jan. 6-9. We prepare that mer- 
chant for the work in hand, in mate- 
rials, in merchandise, and in his own 
mind. We show him the major plan 
of industry, and it is for him to recon- 
cile his selections and his policies for 
1930 as it effects directly his own store 
in his own community. 


AAA 


F DITORIALLY this is our greatest 
opportunity of the year to serve as 


a forerunner of a new year. The mer- 
chant wants to have facts in hand be- 
fore he goes to the convention. We 
give him a buy-book in this one issue 
alone. It is the crowning achievement 
of 1929 in editorial excellence. 





PROTECTED 


AGAINST WET SIDEWALKS 
INVISIBLE MIDDLESOLE 


in your shoe bottoms will pre- 
vent moisture penetrating to the 
inner sole and protect the wearer 
against cold and dampness. 


Longer — more even wear plus much greater comfort are some of the other 
reasons for the ever increasing preference for this new scientific bottom filler— 
INVISIBLE MIDDLESOLE. 


BECKWITH MANUFACTURING CO. 


Largest manufacturers of Box Toes in the World 


STATLER BLDG., BOSTON 
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